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! WE DO OUR PART 





Use These “Pay-Promptly” Inserts 


They educate customers to pay promptly by giving them 
reasons for paying promptly. 
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BORDER E 
I am the Foundation 
of Prosperity! 
; ba AM the lifeblood of business 
RED -> I —the buying medium of mil- 
INITIAL ——— lions of consumers, 
I keep the industries of the nation 
at work, providing employment for 
everyone. 
1 am the wheel of finance, provid- 
sia ing a steady flow of income to the 
rEXT worker, the merchant, the manufac- 
IN turer, and back again to the worker. 
BLACK I am the foundation of prosperity— 
I AM CREDIT! 
Help keep the nation prosper- 
ous— pay retail bills promptly. 
National Retail Credit 
Association 
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SESS Eee 
Like the 
Sterling Mark 
on Silver! 


are) GOOD credit record is like 

Ay the “Sterling” mark on silver 
” —identifying its possessor as 
one of sterling character. 
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Your credit record—your credit 
standing in your community—is the 
measuring line by which you are 
judged, especially by those in busi- 
ness. 

“Pays promptly” is an identification 
mark of unquestioned integrity— 
like the “Sterling” mark on silver. 
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Size 344x6 inches—Red and black on white paper 
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What it means 


Ti little notation, “O.Ke”, 

| 

on your charge slips, is the 

badge of honor of the retail charge 
account. 
It means that your credit is good— 
that you pay your bills promptly 
and according to promises. 
It means that the merchant has con- 
fidence in your integrity. 

‘O.K.” is the index of your credit 


record. Protect it and preserve it— 


pay retail bills promptly 


National Retail Credit 
Association 


SE SEB Rees 
The “Who’s Who” 


of Business 


YT all of us have our names 
\ in “Who's Who” or 
the Social Register but— 
All of us, whether in high or low 
estate, are catalogued in the “Who's 
Who” of Business—the records of 
the Retail Credit Bureau. 
Here on a little card is kept the life 
history of your credit record—of 
how you meet your obligations or 
don't. 
“Prompt Pay,” the highest tribute in 
the “Who's Who” of Business, is the 
record of those who pay retail bills 
on the 10th of each month 
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Inoffensive--inexpensive 


Credit is Faith 
in Humanity 


JREDIT—derived from the 
Latin credo: I believe—is 
based on faith—faith in 
people—faith in their character and 
determination to, as Emerson says, 
“pay every debt as if God wrote the 


bill!” 


And he who justifies that faith, who 
pays his bills according to terms 
and promises, builds a credit record 
that is priceless. 


abused, is never refused. 


Credit, never « 
Pay retail bills promprly. 


National Retail Credit 
rapaigie 
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The 10th of the Month BORDER 
Is Merchants’ Pay Day! 


Te retail pees isa public RED 


servant. He serves you faith- 

fully and well and, like any INITIAL 
other faithful servant, expects his 

payment when due. 

Retail charge accounts today are 

based on standard monthly terms: 


Each month's charges are due on 


the 10th of the following month. TEXT 
Whether you are an employer or an) IN 
employee, you know what “pay day” BLACK 
means! 
The 10th is the merchant's pay day. Pay 
him promptly. Prompt payments pro- 
mote prosperity and protect your credit. 
“e 
National Retail Credit 
Association a 
<-— RED 
BORDER 


Price $2.50 Per Thousand 


Order from Your Credit Bureau 
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YOU NEED 
This New Book 


“Proven Plans to Speed Collections 


and 
Timely Tips to Trim Office 
Overhead” 


Copyright, 19338 


HIS book is from the pen of a man who has spent 

over twenty years in the study and practice of the 
art of collecting money and retaining the good will and 
patronage of those from whom he collected. 


In this book will be found: 


288 successful collection ideas, plans and letters. 

470 collection paragraphs in a unique letter book asvaages 
according to appeals to different emotions, classified 
and numbered for convenient use, including— 

204 ow ways to close your collection letter for ac- 
tion. 

14 emerging opening paragraphs for collection 

etters. 

119 miscellaneous collection paragraphs classified accord- 

ing to appeals to pride, fear, sense of fairness, etc. 

tracing tricks and schemes to locate the debtor who 
moves. 

42 time and labor saving office short cuts and postage 
saving ideas. 

25 specific ways to cut bad check losses and points to 
watch in cashing checks. 

10 ways to use the telephone to improve collections. 
ways to locate debtor’s place of employment. 

The most successful plan of a Texas collection expert in 
collecting from farmers. 

How = get your money on defective remittances and bad 
checks. 

How a Dallas collection expert collected a six-year-old 
judgment in Texas where wages cannot be garnisheed, 
from a debtor with no property, who carried his bank 
account in another city under his wife’s name. 

A plan used by one merchant to educate his customers 
to pay by the 10th. 

A letter that asked only for a date but brought back 
checks in all but one case. 

A scheme that collected 50 per cent of a big list of small 
publisher’s accounts and made the debtor smile as he 


~ 
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aid. 

A dever stunt in following up broken promises that, 
brought in 80 per cent returns within five days. 

A plan that speeded up collections 75 per cent on accounts 
under $10.00. 

A plan that enabled a dentist to collect 98 per cent of his 
accounts over a period of ten years. 

A simple plan that enabled a wholesale credit man to 
reduce his bad debt losses to less than 1/15 of 1 per 
cent over a period of seven years. 


This is really more than a book. It is a working kit 
for the credit man, the merchant, the professional man 
or anyone who has anything to do with collections. 


You also get a letter and paragraph book with definite 
and specific instructions on how to use it as well as a 
generous supply of blank pages to enable you to add 
your collection letters and paragraphs and tie this right 
in with your own business. 


Handsomely bound in serviceable black, imitation 
leather (loose leaf), size 9x11 inches, it is a most 
unique portfolio—a veritable treasure book of PROVEN 
PLANS TO SPEED COLLECTIONS AND TIMELY 
TIPS TO TRIM OFFICE OVERHEAD. 


The price originally set for this was $15.00 but to 


make it available to a larger number, it may now he 
purchased for the unbelievably low price of 


$5.00 


~ ARTHUR P. LOVETT 
4455 PENN STREET KANSAS CITY, MO. 
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“In Union There Is Strength” 


VERY man,” said Theodore Roosevelt, 
F “owes a part of his time and money to the 
development of the industry in which he is 
engaged.” And you, Mr. Credit Executive, have 
an obligation—to yourself, your store and your 
Association—to take an earnest interest in the de- 
velopment and strengthening of the membership 
of the National Association in your community. 
For, if it is a good thing for you to belong to— 
and it is—it would be Setter with all the other 
credit granters in your community belonging, too. 
“In union there is strength,” is a trite but true 
proverb. 

It will make your job easier—much easier than 
if you have to “go it alone”—if you have the sup- 
port and cooperation of your fellow credit grant- 
ers. Wherever you find a city that is forging 
ahead in community credit control there you will 
find a strong local association of credit men, affili- 
ated with the National Retail Credit Association. 

The whole history of the National Association, 
in fact, is evidence of the effectiveness of unified 
action. 

We quote below from an article, in this issue, 
by Fred A. Hadley, Credit Manager of the Cen- 
tral Tire Company, and a director of the Retail 
Credit Association of Minneapolis: 


I consider membership in your local and national credit 
associations of prime importance. Today more than ever 
we must cultivate new ideas if we are to make any kind 
of a success and derive any real satisfaction from our 
work. The door to your office or the desk at which you 
sit may be labeled “Credit Manager,” but your job is 
very provincial and circumscribed if you have failed to 
glean new ideas, new methods and experiences, which 
you are bound to accumulate from contact and associa- 
tion with your fellow credit men. 

Common sense tells us that the more we know about a 
subject the richer our ideas will be about it. The collec- 
tive experiences of an association of credit men is an 
inexhaustible well of precedent and applied practices 
upon which the credit granter may draw to avoid the 
pitfalls of business. 


Can you think of better “selling” arguments 
than these, to use on prospective members? 

Every credit bureau manager, too, should be an 
enthusiastic booster of National membership. In 
any community which has a “100 per cent Na- 
tional” membership, you will find a strong credit 
bureau, supported to the limit by its members. 
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The members get and read The Crepirt 
Wortp. They find, in its articles, corroboration 
of the credit principles which the bureau manager 
is trying to put into practice and, realizing that he 
is “on the right track,” cooperate more willingly. 


“National members make better local mem- 
bers,” says Mildred Newton White, in an article 
elsewhere in this issue. A few extracts from this 
article are quoted below: 


It is our contention that National members are the 
best local members, because these men and women are 
modern—think and act modern, by their own volition. 
They read The Crepir Wor p, learning what other 
business men are doing and they have the courage to try 
the new, more efficient methods instead of fearing to step 
out of the antique methods of carrying on. 


We never miss an opportunity to get a new National 
member, feeling certain that this is the first step in mak- 
ing him a better local member. National members ARE 
more efficient workmen. ‘They have more and better 
tools. 


We feel it is not possible to tell a prospective member 
all of the benefits of the National Retail Credit Associa- 
tion, as they are so numerous, but if we can get him in, 
he will soon feel them, and be grateful for our interest 
in getting his membership. I am sure you will under- 
stand my enthusiasm over our Credit Division, and the 
reason for much energy expended in trying to get more 
National members. 

Credit Managers—Credit Bureau Managers— 
let’s pull together for a greater membership with 
greater possibilities for credit cooperation and con- 
trol! 


» » » 


Beware the Shoals 


EFORE Captain James Eads, in 1879, con- 
Ke structed his famous system of jetties along 
the lower Mississippi, the voyage from the 
Gulf of Mexico to the port of New Orleans was 
a long and dangerous one. Sand bars and shoals 
and shifting currents necessitated the employment 
of experienced pilots who knew the course. 
Legends of the New Orleans water front are 
replete with instances of short-sighted mariners 
who, to save the expense of the pilot’s fee, would 
try to navigate the unknown channel alone, only 
to come to grief and face the greater expense of 
salvage charges. 
Short-sighted merchants who, to save the slight 
cost of bureau membership, extend credit hap- 
hazardly, usually find themselves “in the same 
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boat”! Your credit bureau has the shoals of credit 
charted—in its master files. With credit reports 
it can map a safe course for profitable credit ex- 
tension and steer you clear of the shoals. Don’t 
begrudge the pilot’s fee! 


y #2.°2 


Convention Attendance Is Not an Expense - - 


It's an Investment in Better Credit Methods! 
ARLY reports from different sections of the 
F country indicate that a record-breaking at- 
tendance will be registered at the Twenty- 
First Annual Convention of the National Retail 
Credit Association in Memphis, June 19, 20, 21 
and 22. “On-to-Memphis” clubs are being 
formed by the local associations in various cities. 
Enthusiasm is apparent in every report. 

The Memphis Convention Committee, of which 
Mr. George A. Lawo, Credit Manager of The 
John Gerber Company, is General Chairman, is 
working might and main to make this the most 
successful convention in the history of the Na- 
tional Association. Their efforts deserve the sup- 
port of every member. 

But beyond this the Convention should appeal 
to the selfish interest, or rather to the self-interest, 
of every credit granter. For here will be the op- 
portunity—the first in two years—to come into 
contact with aggressive and progressive credit 
granters from all parts of the country. 

You’ll meet men in your own line of business— 


men who have met and solved the same kind of - 


problems you have confronting you in your daily 
work. You’ll hear addresses, fact-studies, by out- 
standing speakers. You'll go home with new in- 
spiration and with new viewpoints—a new vision 
and understanding of how to handle your own 
problems in these trying times. 

Too often it’s too easy to dismiss the subject 
with, “Oh, we can’t afford the expense this year.” 
It’s not an expense—in any sense of the word— 
it’s an investment in new ideas, new courage and 
new methods. No man can attend this four-day 
meeting without absorbing enough practical, work- 
able ideas to repay the cost of the trip ten times 
over during the coming year! 

No employer can afford not to send his credit 
executive. The cost represents only a slight por- 
tion of the investment he already has in his credit 
department. This small additional investment 
will pay handsome dividends in increased effi- 
ciency, in bettex methods and better protection for 
his accounts receivable. 

An outstanding program is being prepared. 
Nationally known speakers, men with messages 
that fit the times, are being secured for the gen- 
eral sessions. Group meetings, intimate afternoon 
discussions are planned for those in kindred 
lines of business—where they may discuss and 
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solve the problems peculiar to their own line of 
business. 

Exhibits and demonstrations of the latest de- 
vices and equipment will be supplemented by the 
opportunity to get, first hand, practical knowl- 
edge of the use and efficiency of the equipment 
displayed, its merits and demerits, from other 
delegates who have used it. 

Plan to attend now! Be a “working part” of 
your Association. Have a voice in its affairs and 
exert your influence for its betterment that it in 
turn may serve you better. 

Convention attendance is not an expense! It’s 
an investment. Make this investment now by 
signing the registration blank—on page 31 of this 
issue—and mailing it to the National Office. 





New Problems for the “Credit 
Clinic” 


An eastern landscape architect writes: 





We sell landscaping on the installment basis 
and are looking for some plan or idea to in- 
duce the customer to take advantage of the 
discount date and to stimulate collections and 
payments through the use of special discount 
and invoice forms. 

We understand there are a number of these 
plans successfully in use. Of course, systems 
in use in other lines of business could be eas- 
ily adapted to our business. 

Will you please put this problem up to the 
readers of your splendid magazine? 


Undoubtedly there are many of our read- 
ers who are using such a plan and have spe- 
cial forms for this purpose. Let’s have a dis- 
cussion on them in next month’s issue. 

* * a 


A midwest credit manager, active in local 
association activities, sends this problem: 
I would like to have opinions on a ques- 
tion which has arisen in our association (and 
will arise again) as to extending credit to a 
customer whose record, prior to a year ago, 
was very good and he possibly has been out of 
work or on reduced income or subject to 
other difficulties of the depression. Now he 
has obtained employment and desires to re- 
establish his credit. (AIl past due accounts 
are paid.) 


This is a problem confronting all credit 
granters just now. Let’s have a heart-to-heart 
discussion of it—in next month’s “Credit 
Clinic.” 











HE lack of a collection follow-up breeds slow pay- 

ments. No matter how good a customer has been, if 

he becomes delinquent, see that he is contacted. Re- 
member that he undoubtedly owes others and that you 
will be left on the side lines if your demand for pay- 
ment is less urgent than your competitors’ and your com- 
petitors include every firm which extends credit. 


Don’t ever tell a man to pay when he feels like it, 
either when opening an account or when contacting him 
because of a delinquency. “The power of suggestion is 
strong and when you are wishy-washy, so is the manner 
in which you will be paid. 

The average economist can be right nine times out of 
ten and gain a wonderful reputation for forecasting com- 
But the credit man loses his job if he 


Such a bad show- 


ing events. 
guesses wrong once out of ten times. 
ing would put his firm out of business. 

As a general rule, about 90 accounts out of 100 ap- 
plications are accepted. In other words, if you didn’t 
check up on new customers at all, 90 per cent would pay. 
You wouldn’t receive any credit for that showing as that 
would go to the law of averages. 

Of course, if the people in your city found out that 
you were giving credit information without investigation, 
the law of averages would pass out completely as every 
Tom, Dick and Harry within reach of your store would 
immediately come in for the kill. You would have a 
complete list of every “deadbeat” and “slow pay” in 
four counties on your books and the big, bad wolf would 
be sitting on your doorstep with a sly grin on his wicked 
face. 

You don’t have to advertise the fact that you have a 
poor credit or collection policy. The people find it out. 
The trouble with most stores which are in a bad way, is 
because their credit or collection methods attract the type 
of people who are a financial headache. 

Now, if 90 per cent of the people will pay anyway, 
then all the credit bureaus are for the purpose of sup- 
plying the low-down on the 10 per cent. It is through 
the credit bureau and good common sense that you be- 
come right in more than 99 times out of 100. 

Figuring that you get the proper information when 
opening an account, have an understanding as to terms, 
secure a credit report, have adequate terms and the 
proper collection procedure, then the extent of your 
losses will depend (outside of business conditions) on 
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The “Big Bad Wolf” 


Loves Lax Collections! 


By A. B. BUCKERIDGE 


Executive Manager, The Credit Bureau of Greater New York, Inc., 


New York City 


the information which your bureau secures or has in its 
files. 

When the bureau doesn’t have any information in 
file, it cam secure it just as well as anyone else. I make 
this statement because in many cities, the urge for the 
reduction of costs has caused some stores to get reports 
from other than credit bureaus. It is true that an agency 
which does not have any files can give a simple report 
at a low charge, but the information is worth just what 
you pay for it. The data are merely the verification of 
facts because in only a small percentage of cases does the 
investigator develop derogatory information. From my 
experience, the vast majority of cases where you decline 
accounts, is because of the information which the bureau 
has in its files or is unearthed because of leads in the files. 
That data is your main protection against losses. It is 
the cost of assembling and maintaining those files that 
you pay for. That type of information costs money but 
the extra amount you pay saves you from countless un- 
profitable accounts. Without that file information, you 
might as well pass your credits by tossing a coin. 

The value of the information in the bureau files de- 
pends on outside sources to a certain extent, such as 
judgments, newspaper clippings, liens, mortgages, and so 
forth. 

But, the main benefit of the bureau files depends on 
the information that ‘you contribute. If you are report- 
ing immediately every account that becomes slow or is 
charged to Profit and Loss, you make those files so im- 
portant that they are the keys to successful credit exten- 


sion. If you notify the bureau when there is domestic 








ene 


Editor's Note: 


This is the second article by Mr. Bucke- 
ridge featuring “The Big Bad Wolf of Re- 
tail Credit.” The first appeared in the 
April issue. 














trouble, or when you receive a bad check, or find that 4 
customer is loading up, you furnish a link in the perfect 
chain. If you delay reporting derogatory information, 


you are causing your friends to accept accounts which 
In turn, you are absorbing losses because 
(Continued on page 27.) 


are no good. 
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The Merchants’ Credit Association 


of Memphis 


Handles Their Credit Reports With Speed, Accuracy and 
Economy by Means of Telautograph Service to Five Great Stores 


The John Gerber Company 
The Landres Company 


Bry Block Mercantile Co. 
J. Goldsmith and Sons Co. 


B. Lowenstein & Bros., Inc. 


Telautographs, by means of their instantaneous 
transmission of information, enable them to clear 
references and furnish complete reports in a few 
minutes’ time. Thus, while the customers wait and 
without their knowledge, the stores are able to re- 
ceive the proper credit data to refuse or pass, credit 
applications and at the same time are protected 
from deadbeats and other types of dishonest people. 


Because they leave an indelible handwritten record 


at both the store and bureau, telautographs prevent 
the possibility of misunderstanding—but, if the hu- 
man element errs, responsibility is placed and 
“passing the buck” is prevented. 


Only one person is required to operate the telau- 
tograph at a time, so that while messages are being 
sent, the receiving operator may devote her time 
to regular routine work—thereby saving clerical 
expense. 


Here’s What Three Memphis Subscribers Recently Said 
About the Use of Telautographs for Credit Reporting: 


Mr. M. G. Liberman, Manager, 
The Merchants’ Credit Association: 


“It gives us pleasure to state that we have been 
using a number of Telautograph instruments for 
some years. 


“We hardly know how we got along without 
them. It is not unlike wondering how the business 
world functioned without telephones.” 


Mr. J. J. Valentine, Credit Manager, 
J. Goldsmith & Sons Company: 


“We are able to file the reports we receive very 
easily. The reports do not have to be rewritten. 
They have fewer errors in them. 

“All in all—for economy, speed and accuracy, 
nothing exceeds it in giving and receiving credit 


information. We cannot imagine ourselves return- 
ing to the old system.” 


- Mr. M. B. Silverson, Credit Manager, 


The Landres Company: 


“I feel that with the installation of our Telau- 
tograph, which was only made on December 10, 
1933, that this great mechanical instrument is an 
eliminator and destroyer of 75 per cent of the evils 
which any credit man has to tolerate with routine 
work required in a credit office. 


“I have found with a new system of filing our 
records obtained through the Telautograph service 
that it has taken 50 per cent of the detail work 
away, which has been previously required in han- 
dling a credit report.” 


Can You Afford to Be Without This System? The Cost 
Is Only About $1.00 per Day for Each Store Connected 


For a Practical Demonstration of Telautograph Service Visit Our Exhibition in 
Booth 14 at the Peabody Hotel, Memphis, Tenn., or Call at One of Our Above 
Subscribers, During the Coming N. R. C. A. National Convention Which Will 


Be Held at This Hotel—June 19-22. 
DEPENDABILITY 


fACTORY AND GENERAL OFFICES: 
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TELAUTOGRAPH CORPORATION 


16 WEST SIXTY-FIRST STREET, NEW YORK, N. Y. 
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HERE is no such a thing as a “Lucky Credit 
Man’’—even the law of averages does not work in 
Whether his business is large or small 
he must base his decisions on sound fundamentals and 


his favor. 
tried and proved credit practices. On this premise is 
predicated this article on the success or failure of the 
small merchant who attempts to do a credit business. 

The small business is operated in such a way that it is 
not practicable or profitable for the owner to have a 
highly organized credit department—such a merchant is 
a man who does his own buying, plans his own advertis- 
ing, supervises or does most of his own selling, and passes 
on credits. The successful handling of each of these prob- 
lems is interdependent, one upon the other, and if there 
is a link in the chain which is weakest, experience has 
proved it is the credit angle of such a business. Business 
failure statistics will show that failures are in the most 
part due to the lack of capital, and in a broad sense that 
is probably true, but it is more specifically attributed to 
the fact that the capital structure has been depleted 
through frozen credits. 

I myself have a bias in favor of the opinion that the 
small merchant can successfully cope with the credit 
He must first realize, however, 
For example, I might cite 
the case of our own small business—which I entered eight 
At that time we handled tires and batteries 
exclusively, and our customers were largely drawn from 


problems of his business. 
that he has a credit problem. 


years ago. 


the nearby community. 

The credit angle was not much of a factor, because we 
felt we knew, personally, practically every customer that 
came into our store. “They were mostly salesmen, shop- 
men, mechanics or small business men living or working 
in the area which we served, and where credit was ex- 
tended, it was only on a 30-day basis. Our customers 
were employed and in most cases earning good wages or 
salaries, so in reality there wasn’t much to worry about 
from a credit standpoint. This pretty picture changed 
rapidly, however, and it was not until we had suffered 
avoidable credit losses that we began to realize that we 
had a credit problem. 

We began to realize that we didn’t know our customers 
as well as we thought we did, even though we could call 
them by their first names and chat with them as they had 
a new tire or battery installed in their automobile. The 
boom days of ’27, ’28 and ’29 came along, with the cry 
and the urge for more volume—our volume expanded 


Small Store 


Credit Problems 


By FRED A. HADLEY 


Secretary and Credit Manager, Central Tire and Supply Co., Minne- 
apolis, Minn.; Director, Retail Credit Association of Minneapolis 


from $50,000 to $120,000, we went into the time pay- 
ment plan of selling tires and batteries, added radios, 
washing machines and electric refrigerators to our lines— 
and sold them on time payments. 

There was nothing wrong about this, but we were not 
prepared for the radical change of doing business. ‘Tom, 
Dick and Harry,” our old customers, whom we prided 
ourselves at being able to call by their first names, bought 
our radios, washing machines and refrigerators without 
any more formality than a down payment. Then came 
the crash in the fall of 1929: “Tom” didn’t drop in as 
frequently as he used to—‘‘Dick” lost his job and moved 
out of town—‘Harry” had so over-mortgaged his future 
that he took the “cure.” What a headache—and what a 
lesson we had learned. 

Our first step was not to abandon selling on time pay- 
ments, but to ascertain how this type of business could be 
It was strictly a credit 
problem, and in our dilemma we turned to our local 
credit Retail Credit Association of 
Minneapolis) for a solution, and found it. 


handled and handled successfully. 
association (The 


Our first forcible impression with respect to credit 
granting was the necessity of securing the proper credit 
application. At first it was hard to realize that in every 
case the very basis for extending credit is the credit ap- 
plication, but as experience piled up we found that where 
we suffered credit losses they were in most cases traceable 
to the application ,not being complete, and when I say 
complete, I mean that it is not possible to get too much 
information on a credit application. 

In the transition from promiscuous credit granting to 
a “rule-of-measure” credit granting we did not suffer the 
loss of worth-while customers. The honest customer look- 
ing for legitimate credit in these times will take no of- 
fense at your credit inquisition. 

We also learned that it was poor economy to attempt 
to make direct inquiries—we not only used a lot of valt- 
able time, but we did not get the information which we 
desired most. To the average credit man this is all old 
stuff, but if every small merchant doing a credit busines 
will follow out the following program, I feel safe in 
saying that he will never go very far wrong on his funde- 
mentals: 


1. Join your local and national credit associations and 
take an active part in them. 

2. Never extend credit to anyone until you have 
secured a complete credit application. 


The CREDIT WORLD 
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3. Don’t O.K. @ credit application until you have 
checked it with your local credit exchange. 

I consider membership in your local and national credit 
associations of prime importance. Today more than ever 
we must cultivate new ideas if we are to make any kind 
of a success and derive any real satisfaction from our 
work. The door to your office or the desk at which you 
sit may be labeled “Credit Manager,” but your job is 
very provincial and circumscribed if you have failed to 
glean new ideas, new methods and experiences, which 
you are bound to accumulate from contact and associa- 
tion with your fellow credit men. 


Common sense tells us that the more we know about a 
subject the richer our ideas will be about it. The collec- 
tive experiences of an association of credit men is an 
inexhaustible well of precedent and applied practices 
upon which the credit granter may draw to avoid the 
pitfalls of business. 


It seems rather elementary to discuss in an article of 
this kind the matter of securing a proper credit applica- 
tion, but any measure of credit information or education 
to be derived from this writing is intended for the small 
business man, and the proper credit application is the very 
foundation of his credit department. 

We use the standard credit application form and we 
always get the wife’s name because if we attempt to 
locate the customer through a city directory, it might be 
dificult, unless we know what his wife’s name is and can 
connect it through that. We also find out if their savings 
or bank account is carried in the wife’s name or as a joint 
account, then if we are selling them on contract it would 
unquestionably be a good credit practice to join the wife 
in the contract since their available quick assets are di- 
vided. 

The number of years a man has been employed with a 
certain firm is an important thing to take into considera- 
tion in making a credit decision and should always be 
ascertained. An application should never be O.K.’d 
which does not contain the name of a near relative, and 
it should be, preferably, a relative who lives in the same 
city as the applicant. Invariably you can always locate 
the whereabouts and occupation of a “skip” through his 
relatives or friends. The names of other charge accounts 
are also very essential, when you come to the third step 
ot clearing the application through your local credit ex- 
change. 

If for no other reason than the saving of time, the 
application should be cleared through your local credit 
exchange. An applicant when giving you the names of 
other charge accounts will be inclined to report only those 
firms where his credit experience has been good, while 
the history which you receive from the exchange may 
show information entirely at variance with that contained 
in the application. It doesn’t pay to attempt to clear 
your credit applications direct. 

The completed credit applications make a very good 
mailing list for direct mail advertising and telephone 
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solicitation, and as they contain full information as to 
how to locate the applicant you will find them very con- 
venient in following up slow accounts by telephone. 


>» >» » 
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Use the Standard 
Credit Application Form 


(Approved by the National 
Retail Credit Association) 





















































Form No. R23 " 
zits REQUEST FOR CHARGE ACCOMMODATIONS [aay 
Date = Serial No. 
a member of 
The Credit Association 
: This form adopted and used by all members. 
Married 
Single 
Oye . Widow 
Surname first and full first name Dependents 
Wife’s Name — __ Age 
| Salary $ i 
Res. Address en Wow Wag OO? No 
Own_____ Room ____ Fur. Apt.____ Rent from — ai a - 
Siete BGR cna - a = 
OO __™—— Address 
Employed by. .__—.How long 
Lodge or Union —— 
Buying on Installments 
Home____Furniture ___Auto__ Musical __ _ . Other —— _ — 
REFERENCES 
Ck. Acct. Sig. 
Bank —____ —__Savings Acct. — 
Personal 
or 
Relative _ — 
with —— —_ 
Others authorized to buy . a 
The above information is given for the purpore of obtaining credit from time to 
time and shall be regarded as true and correct. Accounts to be settled in full each 
month or as otherwise 











PRE PRL Se oes Boe 


Actual Size, 5VYo” x 84%” 


Form R23, single form, 100 in pad or Forms 
R23 and R24 (in duplicate) 50 sets to a pad. 
Order either kind through your credit bureau 
or write direct for samples and prices. 


Forms and Systems Department 


NATIONAL RETAIL 


CREDIT ASSOCIATION 
1218 OLIVE ST. ST. LOUIS, MO. 











ooperative Department Store 


Founded by Utah Pioneers 


By DANIEL J. HANNEFIN 


EW there are who 
realize that scattered 
across this country of 
ours are mercantile insti- 
histories 


tutions whose 


are closely interwoven 
with that of the country 
itself. Such an_ institu- 
tion is Zion’s Cooperative 
Mercantile Institution, of 
Salt Lake City, better 
known throughout the 
West as Z. C. M. L., 
which, founded in 1868, 


stands today as a monument to the far-seeing vision of 





C. O. Jensen 


its founders. 

Trail-blazers they were, those early founders who in 
pioneer days braved the hardships and dangers of travel by 
covered wagon caravan to carve a new empire out of the 
then “Wild West.” 

Quoting from a booklet issued by the store several 
years ago: ‘‘Undauntedly they had trekked the scorching 
sands of the desert; laboriously they had climbed the 
rugged canyon defiles . . . and when their leader, Brig- 
ham Young exclaimed, “This is the place,’ they halted, 
resolving that here they would build a commonwealth of 
which their children and their children’s children would 
be proud.” 

To realize the original reasons behind this cooperative 
store one must visualize the conditions then prevailing. 
Merchandise was hauled from the Missouri River by ox 
teams, the actual distance being about 1,200 miles and the 
Calico cost 
from 4c to $1.00 a yard—sugar sold as high as $1.00 a 
pound. 


journey taking from three to six months. 


Naturally, temporary shortages of the necessities of life, 
with resultant exorbitant prices, were not infrequent. To 
overcome these difficulties, Z. C. M. I. was organized. 


Today it stands as one of the finest department stores 
in the West, with branches throughout the “inter-moun- 
tain” region. It has 1,600 stockholders, is capitalized in 
the millions and its annual sales run over $12,000,000. 

Its credit department—headed by Mr. C. ©. Jensen, 
whose title is Manager Retail Credit Department, Finance 
Division and Branch Store Credits—has been a member 
of the National Retail Credit Association since 1921. 


The following extracts from a letter from Mr. Jensen 


give some idea of their credit set-up: 


We have ten thousand retail monthly charge accounts, 
and for the past twelve years I have constantly and reli- 
giously worked to harmonize our credit policy to those 
described in The Crepir WorLp. As a consequence our 
collection percentage has improved so that we often exceed 
50 per cent collections. 

This, however, has been possible only through the fine 
cooperation of other large department stores, The Auer- 
bach Company, Keith-O’Brien, Inc., The Paris Company. 
I am always happy to shake the hands of my fellow-associ- 
ates from the other stores, for I have long since learned 
that the success of a credit granter in a great measure de- 
pends on the relation and cooperation which exists be- 
tween fellow-workers in the profession. 

The department store credit managers meet semi- 
monthly in a special group meeting and there discuss ex- 
periences and a complete list of names of debtors from 
each store, whose accounts are seriously in arrears, or have 


View in Tube Room—Z. C. M. I. 
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pyramided to a point requiring attention. There is no 
longer a fear or hesitancy among the group to speak 
frankly and relate all facts pertaining to each account dis- 
cussed. 

More than a year ago an agreement was made to 
charge one-half of one per cent interest on all balances 
in arrears sixty days or more. This policy has many 
important features and much good has come from it, but 
it can only be made possible through the willingness of 
all to perform faithfully under the agreement. 


The Z. C. M. I. also has a section of accounts termed 
“Instalment Contracts.” On these accounts we place 
items of substantial value where a customer prefers to 
have a little extra time and not have the purchase appear 
on the monthly account. For example a fur coat at 
$120.00, may be purchased for $20.00 down, the balance 
$20.00 per month, plus $2.50 carrying charge. A small 
pass book is used in connection with this transaction. 

It is also our responsibility to supervise the credits of 
our present twenty-six branch stores located throughout 
the intermountain region, as well as our Finance Divi- 
sion, where thousands of contracts for specialty items, 
such as Kelvinators, Electric Ranges, Radios, Washers, 
Ironers, etc., are carried. These contracts come to us 
from our branch stores as well as here in Salt Lake City. 

You may be assured that proper supervision and 
safe credit granting would be utterly impossible without 
the Credit Bureau. 








POSITION WANTED 


High-grade accountant and credit and collection 
executive desires connection with manufacturing, 
wholesale or retail concern. Excellent credentials. 
Address Box 53, The Credit World. 
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Louisiana Credit Association’s 
Annual Convention 


The Fourth Annual Convention of the Louisiana 
Credit Association, held at Lake Charles, April 16 and 
17, is history. 

Every community of any importance in the state had 
an enthusiastic delegation. The one from Baton Rouge 
was headed by Louis Selig, President of the Local As- 
sociation in that city and also the President, during the 
past two years, of the State Association. 

Sam Davis, Credit Manager of the Palace, Monroe, 
and Herbie Ryland, Manager of the Credit Bureau, 
headed the delegation from that city. 

Mr. R. F. Cisco, First Vice-President of the State 
Association last year, who was elected President at the 
Lake Charles Conference, with the assistance of Mr. 
L. V. Harris, Manager of the Lake Charles Credit 
Bureau, built a program that was outstanding in every 
department. 

An address of really educational merit was delivered 
by Mr. Sam W. Jones, an attorney of Lake Charles. 
In his address he brought out the enormous toll on busi- 
ness which the crimes of this country force us to pay. 

Doctor Elsasser of Tulane University delivered an 
address which stimulated the thinking of every delegate. 
Many other subjects of unusual interest were presented 
by speakers of merit. 

New Orleans was selected as the next Convention city. 
The New Orleans Association was represented by a large 
delegation. 

> >» » 


“On-to-Memphis”—-National Convention—June 19-22. 


PROXY 


DELEGATE NATIONAL RETAIL CREDIT ASSOCIATION CONVENTION 
MEMPHIS, TENN., JUNE 19, 20, 21, 22, 1934 


TO THE NATIONAL RETAIL CREDIT ASSOCIATION: 


I, a member in good standing of the National Retail Credit Association, do hereby appoint and 


RISA RAS INE» sae eee AS Be IO 
















Witness: 


MAY, 1934 


Proxies can only be voted by a member in same or adjoining state as signer of proxy. 


as my proxy, to act as my attorney and in my stead vote my membership at the Convention of the 
National Retail Credit Association, held in Memphis, Tenn., June 19, 20, 21, 22, 1934, for the election 
of officers or on any other matter upon which a vote is taken. 


THE PresiDENT’S 
MESSAGE 


ARTHUR P. LOVETT 
President National Retail Credit Association 





Dear Members: 


The time until our Convention in Memphis can be numbered now by 
days. Matters of great importance to the credit executives of the na- 
tion and to the credit bureau managers of the nation will come up at 
this Convention. 


It is necessary, therefore, if you wish to have a voice in whatever 
reorganization plans are made, for you to be there. 


I know that our friends in this great Southern city are making every 
preparation for you to have a most enjoyable time. Let's not dis- 
appoint them! 


It will have been two years since we have held a convention and, 
during that time, many changes have taken place. Business conditions 
are so very much different than they were when we met in Washington in 
1932 that it is necessary, perhaps, that we should consider new plans 
to meet these changing conditions. 


We in the National Office are just now starting an intensive member- 
ship drive. We sincerely hope that by the time we meet in Memphis we 
will have at least 2000 new members. It all depends on each individual 
credit executive and credit bureau manager, whether our ambitions will 
be fulfilled. 


I believe that the time is now ripe for this drive. Many of our loyal 
Associations are sending in new members. We believe that we are offer- 
ing to our membership something of definite, tangible value. 


We have a tentative program about completed which we sincerely hope 
will meet with your approval. We have tried to make this program a pro- 
gram of education and something that will interest every credit exec- 
utive and credit bureau manager throughout the country. 






Yours very tru 


The CREDIT WORLD 



















Credit Problems of the 


Retail Lumber Dealer 


By GEORGE J. KOHN 


Treasurer, Lehigh Lumber Company, Allentown, Pa. 


E MEMBERS of the retail lumber indus- 

try have been forced through bitter experi- 

ence to be more alert and cautious in the 

extension of credit to a prospective customer than at 
any period in the past. The writer personally believes 
that statistics will prove the retail lum- 
ber industry the heaviest sufferer from 
the “easy credit days” of 1924 to 1929. 
During the period just mentioned, 
credit was extended without any fur- 
ther question by the average lumber 
dealer (and justly so) to any prospec- 
tive customer who had title to the home 
in which he lived, although this home 
was encumbered for one-half or 60 per 
Due to the great 
decline in real estate values, the equity 
that the home owner enjoyed during 
these years over and above the encum- 


cent of its value. 


brances which may have been against 
the property at that time, has been en- 
tirely wiped out. 

The result is that any lumber dealer 
who granted credit to such a customer 
receiving either in part or full the cus- 
tomer’s note, stands and has stood to 
lose the entire balance due him. In 
other words, an asset has turned into a 
liability within the short space of five years. 
of the American public have always expected and cher- 
ished the hopes that some day the father of the family 
would be the proud possessor of a home of his own. We 
find, however, today an entirely different psychological 
condition of the mind and until this condition improves 
for the better, the wise retail lumber dealer will not 


The minds 


accept any real estate values (or equities) as a reason 
for extending credit to home owners. 

We as a group have many conditions and elements 
which enter into our extending credit. We cannot merely 
accept the customer’s reputation for paying his bills which 
we generally secure with the aid of our local credit bu- 
reau. We must also consider our customer’s ability to 
pay for the materials he purchases. 

In the case of a customer desiring to build a home, we 
must first of all have a title search made of the land in 
order to determine whether or not the customer has clear 
title to this property or it may develop after credit has 
been granted and all materials delivered that our cus- 
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tomer has deliberately falsified statements by stating 
that he is the owner of the land, whereas, it develops 
that the land is merely being leased by him. In the 
latter event we would not have any recourse what- 
ever under the state law of Pennsylvania to recover 
our property. 

Our industry must also look to the 
business which our local contractor 
brings to us. Whether he purchases the 
materials or has the materials charged 
to the customer, we must study the case 
thoroughly. In the latter event we 
must obtain the consent of the customer 
to have this material charged to him, 
or as has been the case, it may develop 
that the customer pays the contractor 
for all labor and materials and the con- 
tractor in turn converts all funds to his 
own use. In the latter case, we again 
have serious difficulty in ever realizing 
anything out of the account. 

There is another element of danger 
in the question of credit (although the 
ultimate consumer is fully responsible 
and capable of meeting the obligation) 
and that is in the case where the retail 
lumber dealer furnishes material on a 
job to a contractor on which job a 
In this 
event again, the retail lumber dealer would have no re- 
course whatever to collect the account by law in the 
event the contractor would refuse to pay for the mate- 
rials. “The last mentioned evil is one of the most fre- 
quent faced by the retail lumber dealer. 

One other major danger exists and that is when the 
contractor secures the contract from a responsible indi- 
vidual and there are judgments on record against the 
contractor mentioned. Against any one of these judg- 
ments on record any creditor can garnishee the monies 
due the contractor from the owner. This action of gar- 
nishee would arrest all funds actually due the retail lum- 
ber dealer who granted credit on the job through the con- 
tractor against whom the action of garnishee was taken. 

This latter condition is one of the most serious of 
dangers, it being absolutely beyond the control of the 
retail lumber dealer who grants credit to this type of 
The safest method to follow in the latter 


Stipulation of Liens has been filed by the owner. 


contractor. 


(Continued on page 13.) 





ELLO Harry! I wish all of our customers were 
Heard it was pretty rough 

along the coast last week.” Harry was paying 
his account. Conditions were improving for him. He 
had been a dishwasher but his new job was that of a 
He liked to deal with this 


firm where he was always recognized and treated with 


as prompt as you. 


cook on a coast freighter. 


courtesy. 

But more than that, the warm personal greeting of 
the credit executive never failed to restore a certain 
amount of pride which was concealed within his heart. 
He always felt himself to be more than equal to the 
burdens of life after a visit to his clothing headquarters. 
After all, money wasn’t all that counted. Character and 
reputation had placed him on a level with all who dealt 


with this first-rate concern. 
* * * * ao * 


“ 


. and he passed away last week, Mr. Credit Man. 
I don’t know .. .” 

“I do sympathize with you, Mrs. Smith. Won’t you 
come into my office? Just sit down with me for a mo- 
ment, please. 

“Sooner or later all of us must answer the call and it 
remains to those who are left to carry on faithfully, for 
after all it is not life that matters as much as the cour- 
age that we bring to it. . . . Now, don’t mention your 
account, please; but come and see me again in a month or 
two and we will talk.” 

* * * * * * 

“No, Mrs. Jones, we cannot release you from respon- 
sibility for those charges which you definitely authorized. 
We do believe that the young man who purchased the 
merchandise should pay for it and we will endeavor to 
convince him of this fact but, if the account is not paid 
when due, we shall look to you for payment. That was 
our understanding, was it not, Mrs. Jones?” 

* * * ! * * + 

“No, Mr. Johnson, we have granted you two exten- 
sions of time and in each instance you definitely assured 
us of settlement as arranged. Credit was granted strictly 
on the basis of our faith in your willingness and ability 
to pay when due. I am sure that you do not wish us to 
feel that our confidence was misplaced. 

“Arrange to settle your account tomorrow as prom- 
ised and preserve your credit standing. It is the most 
tangible asset you possess. We want to feel that you are 


our friend as well as our customer.” 
* 7 * * * * 


), The Credit Executive-- 


A Factor in Recovery 
By A. J. CLARKE 


Credit Manager, Hastings Clothing Shop, San Francisco, Calif. 


You have been listening to the voice of the credit 
executive as he meets his daily problems. Each day he 
becomes a vital factor in an event in the lives of thou- 
sands of people—a builder of friendship—a comforter to 
the discouraged and weary-hearted ones—a molder of 
character and most certainly a powerful force in the per- 
sonal as well as the economic life of many thousands of 
Americans. 

The hundreds of thousands of contacts made daily by 
credit men in the arrangement of purchase terms and in 
the adjustment of overdue balances constitute not only 
media through which merchandise can be disposed of on 
a sound basis but they also introduce the credit executive 
as a factor in an event in the life of the applicant or 
debtor, the outcome of which very often has a direct in- 
fluence for better or for worse upon the mind or the 
heart of the person affected. 

To realize that delinquency, caused directly or indi- 
rectly by conditions beyond the control of the debtor, 
will not necessarily destroy a good credit reputation—to 
know that the value of a reputation for honesty and 
prompt payments is not lost to one because adversity 
sets in—to feel a human consideration in a business con- 
tact and to be encouraged and advised as a friend and 
an equal lends a value to human experience that cannot 
be measured by a gold standard. 

To help to build back the confidence of the delinquent 
debtor in himself and to assure his faith in the merchant 
with whom he deals is one of the great responsibilities of 
recovery that rests with the credit executive. 

Confidence in ourselves and faith in those from whom 
we secure the commodities necessary to our everyday liv- 
ing are two of the most important factors in National 
Recovery. 

Given a job, a man will eat, pay his bills, provide for 
a home in which to live and clothe himself and his fam- 
ily. If he has confidence in himself and the future he 
will provide himself with the necessary things to assure 
the success of his life’s plan. 

To do these things he must not only have confidence 
in himself but must have faith in those with whom he 
deals and those with whom he deals must have faith in 

him. ‘The extension of credit on the part of the mer 
chant is an expression of confidence in the individual and 
through the medium of this mutual trust National Re 
covery will be realized. 

Recovery in the final analysis is not a matter of legis 
lation. It is not a matter of politics. It does not co 
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cern the banks, the stock exchanges, the farm coopera- 
tives, the railroads, the merchants, etc., as institutions; 
but like depression, recovery is born in the heart and 
soul of man. 

It is concerned directly with faith, love and courage. 
It is concerned with fear, pride and greed. 

Our governments and institutions reflect the souls of 
men and women and our nation either faces forward with 
hope and faith or bows down with fear and discourage- 
ment. 

Where in all the world do the problems of life bare 
themselves for analysis and judgment more than in the 
offices of the retail credit executives of the nation? Love, 
faith, courage, fear, pride and greed, all these in full 
array, are seen through the eyes of the credit man in the 
daily routine of his job. 

Who then, has a greater opportunity to serve the na- 
tion in its great efforts toward recovery than those who 
deal with the daily events in the lives of people; events 
that play so prominent a part in determining the burdens 
that men and women carry; events which so often induce 
or dispel discouragement; events which try the courage 
and test the faith of men and women; events through 
which the biggest “C” of the three “C’s” of credit is 
molded—‘‘Character”’? 

Character is the foundation upon which National Re- 
covery must rest. 

The call is clear to intelligent credit granters, the re- 
sponsibility is great, but with those who were at the helm 
during the worst of all depressions, there is a knowledge 


and an understanding that points the way. The way is 


with our leader—torward—let us follow! 


>» »> » 


New England Credit Conference 


The 13th Annual Conference of the New England Re- 
tail Credit Grantors will be held at the New Ocean House, 
Swampscott, Mass., May 21 and 22, 1934. L. T. Mc- 
Mahon, Credit Manager of Wm. Filene’s Sons Co., Bos- 
ton, is Chairman of the Program Committee and, it is 
reported, has outlined the most unique program in the his- 
tory of these conferences. 


> »> » 


Coming Events in the World of Credit 


Northwest Conference of Retail Credit Bureaus, Ta- 
coma, Wash., May 14 and 15. 


Associated Credit Bureaus of Michigan meeting, Sagi- 
naw, Mich., May 14+ 15. 

Texas Retail Credit Bureaus, Inc., meeting, Temple, 
Texas, May 21-23. 

Associated Credit Bureaus of Pennsylvania meeting, 
Butler, Pa., May 21, 22. 

New England Retail Credit Grantors’ Annual Confer- 
ence, Swampscott, Mass., May 21, 22., 


National Retail Credit Association, Annual Convention, 
Memphis, Tenn., June 19-22. 
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Credit Problems of the Retail Lumber Dealer 
(Continued from page 11.) 


case is not to grant credit to any contractor against whom 
any judgments might be recorded. 


The writer has not attempted to enumerate all of the 
dangers faced by the retail lumber industry in the past 
years. It might, however, suffice to state that we as indi- 
viduals or a group have learned a valuable lesson in the 
extension of credits. This lesson will not be forgotten 
by the present generation in the industry. 

The writer personally has developed a thought in his 
own organization which has aided that organization ma- 
terially in the credit situation. We attempt to use some 
“autosuggestion” in conversation with our prospective 
customers. Namely, we suggest (but do not insist) that 
we send the bill along with the driver and in the event 
they pay the driver they are immediately told the amount 
of discount in dollars and cents which they will be per- 
mitted to deduct from the bill. 


This policy has increased our cash sales somewhat 
better than 300 per cent during the period of June, 1932, 
to January 1, 1934, over any like period in the history 
of our business. The discount we allow this type of 
trade is 10 per cent, and while this may appear high to 
some members of the retail lumber industry, we have 
found it extremely satisfactory in our own organization. 
Our outside salesmen likewise follow out the same tactics 
in regard to C. O. D. orders. 

We have also caused a sign to be placed in our office 
which reads as follows: “No New Accounts Opened 
Under $25.00.” The writer has personally observed the 
effect this has on customers who make small purchases and 
it has been effective in eliminating small accounts from 
our books. Naturally, if the customer has in mind re- 
questing that we extend credit for a small amount, he 
does not have the courage to request us to change our 
policy after reading the sign which is prominently placed. 

While the writer does not wish to infer that we do not 
suffer any losses from the extension of credit, we do state 
emphatically that our losses in the last eighteen months 
have been at a minimum. After all, credit is entirely a 
state of mind with many customers and by refusing to 
open an account for a customer we many times learn 
that the customer will “open up” in his conversation 
with our credit man and disclose through this conversa- 
tion that he does not have the ability to pay the account, 
and further that he has no prospects of ever paying it. 

If, on the other hand, we have hesitated in granting our 
customer credit, we find that he will also “open up” and 
furnish us with more information regarding his ability 
to pay the account than we would have obtained from 
him had we immediately granted credit to him. 


> > » 


No one appears to know who started the idea of 
trade-in allowances on automobile tires, but it has cer- 
tainly brought much grief to dealers. 
















Look--Before 


You Loan! 


By F. E. DILLMAN 
Manager, McCook Credit Assn. & McCook Finance Co., Inc. 


McCook, Neb. 


An Address Before the Annual Convention of the Nebraska Association 
of Personal Finance Companies, Lincoln, Neb., March 20, 1934 


HIS subject while an important one is more or less 

commonplace with most of us. All of you who are 

experienced in the business of making loans, base the 
selection of your loan risks upon the character, ability and 
history of the individual borrower and upon the experi- 
ence of yourself and other credit granters with said in- 
dividual. 

No business can exist for long that does not benefit 
the community it serves, and the benefits of its progress 
passed along in equitable division among customers, em- 
ployees, and owners. In order to render the best service 
to the community, our business must first serve the indi- 
vidual customer in our line known as the borrower. And 
in order to best serve this individual customer we must 
first know or learn something about him and his needs. 

In other words we must become acquainted with him 
and in some manner identify him as the individual he 
claims to be. We must learn something of his history, 
his character and habits, his resources and his ability and 
desire to pay. Last, but not least, we must in some man- 
ner obtain a correct picture of his credit record which 
shows the manner in which he has handled credit trans- 
actions, how he pays or has not paid his creditors in the 
past. 


Written Application for Credit Most Important 

In my opinion the most important detail that is a 
material aid in reaching decisions in extension of credit 
is the taking of a proper application on a form especially 
prepared for the loan business. The application com- 
pleted on the proper form should prepare for our acquaint- 
ance with the customer from many angles. 

Credit is today being granted in but few instances on 
the basis of personal knowledge of the applicant. Our 
decisions should be rendered from an analysis of records 
and on reports, secured by information obtained through 
the channel of the signed application. Such application 
should contain certain essential things in order to assist 
us in forming the decision that justifies the granting or 
rejecting of a loan to the applicant. 

Since all our business transactions are brought about 
by the loaning of money, we must use care to see that 


the proper facts are secured. Obtaining these facts sur- 
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rounding each individual case assures an intelligent de- 
cision, whereby worthy applicants are favorably consid- 
ered and unprofitable risks prevented, eliminating expen- 
sive collection procedure and precluding charge-offs. 

The written and signed application is the foundation 
and basis for the loan you make. It has a decidedly im- 
portant place in the whole procedure. Its legal phase 
is not to be overlooked. Your prospective customer makes 
certain statements and lays certain facts and figures be- 
fore you, certifying that same are correct and may be 
depended upon, when he attaches his signature to the 
same. 

The importance of taking a signed application for a 
loan was shown in a recent experience. We had a case 
where the borrower claimed to own certain chattels clear 
of encumbrance, and signed mortgage papers. He se- 
cured the loan of money on chattels he did not own or 
have title to. When the true facts were learned, the 
party in this case was prosecuted and convicted and is 
now doing a year’s time at the expense of the state. The 
statements made in his written and signed application 
were the convincing evidence presented before the jury 
who passed judgment in this case. 


What a Loan Application Should Contain 

Let us review some of the things that an application 
for a loan should contain in order to have the proper 
information before us that will assist to render intelli- 
gent decisions. 

Your loan application forms should be so arranged as 
to give you the essential information under specific divi- 
sions such as Identity, History, Character, Resources and 
Credit Record. 

IDENTITY: The identity of the applicant should 
be clearly established. Every individual is possessed of a 
definite identity. The full Christian name should be 
given and the name correctly spelled. In seeking credit 
information on individuals the initials and name of 4 
person such as J..B. Smith may mean John B. Smith to 
you but James B. Smith to someone else. The name of 
the wife (or husband) of the subject should be obtained 
and in event the person is unmarried the parents’ names 
obtained. Former residence addresses and length of resi- 
dence are important. 
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Also, it is essential to determine the permanency of 
residence of applicant, as well as the number of his de- 
pendents. The next vital information to be secured un- 
der this division in the application is the age of the appli- 
cant. It is essential that he shall have reached the age 
of 21 years. This is important information since it es- 
tablishes legal status of the borrower. We had the ex- 
perience of making a loan to a young business man of 
our city and because he was large of stature and appeared 
older than he was we took it for granted he was of voting 
age, which proved incorrect. Fortunately for us he paid 
his loan as agreed. 

Due to our personal acquaintance and favorable opin- 
ion of this individual we did not take his written appli- 
cation. Later we learned that this party had not reached 
his majority and that our loan contract with him was 
illegal had we been placed in position of attempting en- 
forcement of collection. The nationality or race of the 
borrower is important not only from the standpoint of 
identification but in some cases may determine the value 
of the risk as certain traits are presumed to be expected 
in connection with certain nationalities or races. 


HISTORY: It is important to know the name and 
address of the employer or the business of the borrower, 
also his previous business connections or set-up. History 
of employment aids in establishing ability to meet obliga- 
tions. It is also well to learn of the prospect’s perma- 
nence of employment and the opinion or his or her em- 
ployer. Determine if he moves often. If in business, 
secure information on present and past activities as to 
ability and success. 


CHARACTER: We should know something of the 
character, habits and morals of the individual and how 
he is regarded in the community personally and in a busi- 
ness way. Learn something about his social standing, 
reputation of associates and community affiliations. In 
our business it is important for us to know whether or 
not the person indulges in the use of liquor or narcotics 
and the degree of use or whether he is in any way con- 
nected with liquor or narcotic traffic or has any court 
record. A good character with poor ability is often a 
better risk than extensive ability with tendency toward 
lax and dishonest methods. 


RESOURCES: Our application should show that the 
borrower is earning a salary or has an income from other 
sources in an amount sufficient to meet his obligation with 
us as well as pay his other fixed expenses. It should be 
determined that such income is steady and that prospect 
of permanency of income is reasonably certain. Also earn- 
ings and income, if any, of others in his household, should 
be determined. 


CREDIT RECORD: The individual experience of 
present and former creditors including that of references 
given should be obtained. It is most important to find 
out an applicant’s outstanding liabilities, as sometimes 
we find an applicant heavily burdened, having loans with 
other companies as well as numerous installment con- 
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tracts covering purchases of various items, thus being 
obligated beyond his ability to pay. Information pertain- 
ing to suits, garnishments, bankruptcies, repossessions, 
nonresponsibility notices and claims for collection, if any, 
should be secured and checked to determine financial 
status of applicant. 


The principal idea of all this precaution is to prevent 
ourselves from making loans to worthless deadbeats and 
crooks who make a practice of obtaining credit and loans 
of money with no intent of repaying. 


Let me illustrate with a story: A Negro was telling 
his minister that he had “got religion.” ‘‘Dat’s fine, 
brothah, but is you sure you is going to lay aside sin?” 
asked the minister. ‘“Yessuh, ah’s done it already.” “An’ 
is you gwine to pay up all yuh debts?” “Wait a minute, 
Pahson! You ain’t talking religion now; you is talking 


business!” 


I have given considerable stress to the importance of 
the written and signed application in making of loans. 
First, because it lays the proper foundation as a basis for 
the loan transaction from the legal standpoint. Second, 
it is the necessary instrument which opens the way for 
obtaining the proper picture and credit record of the bor- 
rower enabling us to secure facts pertaining to his credit 
record. After the loan application is prepared, it is up to 
the loan manager to dig up the facts. 


There are a number of ways in which the facts may 
be obtained. One is by making direct inquiry of refer- 
ences given by the applicant and checking up with credit- 
ors, or securing a standard credit report from your credit 
bureau. As a matter of cooperation on our part a copy 
of every loan application we take should be filed with 
our credit bureaus. 


For my closing remarks I wish to quote here a por- 
tion of an article entitled “Put Business on New Basis,” 
by William F. White, which appeared in the February, 
1933, issue of Personal Finance News: 


Secure all facts: The securing of facts assures own- 
ers the largest possible net returns from their investments, 
and places the manager in a position to offer constructive 
suggestions rather than be continually head over heels in 
grief and worry in an effort to find ways and means to 
collect accounts that were uncollectible before the credit 
was extended. 


The elimination of such accounts protects the good 
will that has been established among the better clients. 
The loan manager is free to assist the client who is hon- 
est but has not the ability to budget his income. He can 
show the client the advantages of consolidating his debts 
and budgeting his income, which all aims to readjust his 
financial habits, promote thrift and to encourage future 
financial independence. 


Most small loan firms cannot afford an investigator 
and if these firms were to realize the value of the Credit 
Bureau, no account, regardless of size, would be opened 
without first securing the facts, which can be had with 
but little effort on their part, through the credit bureau. 
The credit bureau gives us the information we deem 
necessary and we have yet to find a credit bureau that 
refuses to put every effort forth to get the information 
we want. 
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You Will See 
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Greatest Thriller 


EVER PUT ON AT A 
NATIONAL CONVENTION! 


“From the time of your arrival at the depot until you depart 
there will be something doing—and we mean SOMETHING 
DOING! 


Learn how to cope with present-day problems. If you have 
some good ideas give them to your fellow credit man and 


receive his in turn. 


Memphis has been preparing for you for two years—and 
what is it Memphis cannot do in two years? 


If you think for a moment Joseph Bert Smiley’s poem con- 
tains any exaggerations come to Memphis and get your mind 
disabused. 


Don’t lose any time. Fill out the reservation blank on 


page 31 and send it in—you won't be sorry. 
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Memphis, Tennessee 
By JOSEPH BERT SMILEY 


*Twas at Charlevoix, whose praises you perhaps have chanced 
to hear; 

It was on the broad veranda of the Hotel Belvedere, 

Where I watched the stylish people as they flitted in and out. 

There I met a Southern captain of the kind you read about, 

And for some unfathomed reason he was very kind to me, 

And he said he came from Memphis, down in Memphis, Ten- 
nessee. 


I was asked to his apartment and invited to partake 

Of some certain preparations that were good for stomach ache. 
Then he found some clear Havanas and invited me to smoke. 
And he told me of his travels and he cracked a hearty joke, 
But of all the wondrous places he had ever chanced to be 

a , There was none that equalled Memphis, down in Memphis, 


a Ce a - Tennessee. 

SAS RYT ER eS Pee ly)» Then when autumn winds were blowing and the leaves were 
_— 4 P falling thick, 
Came this ever jolly captain to the “San” at Battle Creek; 
And he took me to the Tavern and we smoked a little while, 
And he ordered up some hardware and we had a little smile. 
And while praising all he met with, yet he said, aside, to me, 
“They had better things in Memphis, down in Memphis, 

Tennessee.” 


o 
on Committees: At the Phelps Institution there, I noticed in the hall 


There were many handsome women, and the captain knew 
IRMAN IMPORTATION em all. 


a: rs nog . They were elegantly mannered and attired in highest style, 
me —— And for this good-looking captain they had every one a smile. 


Jowntimphis from the Air 


D ADVE aTion Yet he drew his mouth up sideways as he whispered unto me, 
VATION i . S J “T ill h ° M hi d ° M hi 
. troupe, Chairman, ee June will show you some in emphis, down in emphis, 





an, CMMBohis Power & Light Co. Tennessee.” 
“a Credit World ; ee? 

ts I have sometimes thought of glories ina land beyond the grave, 
u, chaimgf Silverson, Chairman, for the Where you play your golden timbrels and you walk the jasper 
ys. Hdwe landres Co. pave, 

— | W onderful Of those future joys celestial I have never ceased to dream, 
ten, COME. Berlin, Chairman, | But since meeting Captain Arnold I’ve a great deal better 
"hitten Com-Berlin Coal Co. | Program scheme: 

When old Gabriel blows his trumpet and the wagon comes for 
ENT its me, 
ag ro oe ee « They can put me off at Memphis, down in Memphis, Tennes- 


see! 


--Yown in Memphis, Tennessee” 
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N THE two previous installments of this article we 
discussed various sources from which we secure names 
for charge account solicitation. Letters used on each 

classification were also given verbatim. In this conclud- 
ing installment we continue with: 
(K) Parking Permits: 

The parking permits issued at our accommodation desk 
require the name and address of the person to whom 
they are issued. 

These names are listed each day and turned into our 
credit department. They are then checked and cleared 
for credit information. If favorable reports are received 
we send them our letter No. 1700. In case there is no 
information we send them letter No. 1701. 

The use of this list suggesting another service of this 
store in the form of a charge account has been very 
favorably received and added many active charge ac- 
counts. It, provides a source of approach which is very 
worth while for increasing charge business, and contacting 
people who may not patronize the store very regularly. 


Letrer No. 1700 


The opportunity we had of furnishing you with a 
permanent parking permit brought to our attention the 
fact that you might be interested in other services we 
offer our customers. 

One of these, a charge account, is exceptionally con- 
venient when shopping. Most of our customers enjoy the 
use of an account, having their monthly purchases billed 
to them the first of each month, due and payable in full 
by the tenth. 

We have opened an account for you and trust you will 
use it to advantage when you are in Davenport, at some 
future time. Or, it can be used conveniently when send- 
ing mail orders to our Personal Shopper. 

Just ask that your purchases be charged to your ac- 
count,yand we will give them our most prompt attention. 


Yours very truly, 


M. L. PARKER COMPANY. 
General Manager. 


Letrer No. 1701 

The opportunity we had of furnishing you with a 
permanent parking permit brought to our attention the 
fact that you might be interested in other services we 
offer our customers. 

One of these, a charge account, is exceptionally con- 
venient when shopping. Most of our customers enjoy 
the use of an account, having their monthly purchases 
billed to them the first of each month, due and payable 
in full by the tenth. 


Letters That Build 


New Business 
By DEAN ASHBY 


Credit Manager, M. L. Parker Company 


Davenport, lowa 


A charge account when chosen with discrimination on 
the part of both customer and store is a constant source 
of mutual good will. 
If you will fill in the enclosed application blank and 
return it to us we will give it our most prompt attention. 
Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 

(L) City Directories: 

We have recognized that the future of this store and 
the improvement of its volume and maintaining the 
proper standard with its customers is possible through the 
growth and expansion of charge business. 

With this thought we have grasped every opportunity 
to open an account if the person was worthy of it, and 
have very extensively solicited charge account business in 
a very ethical manner. 

In order to increase our accounts we are purchasing 
city directories of all cities within a radius of seventy-five 
miles and are checking them against our files to indicate 
all names of customers we had on our books. Then 
these directories are checked by the credit department ac- 
cording to the occupation listed and eliminating the classes 
we do not wish to solicit. The balance of the names are 
then cleared through the Rating Association and those 
having good reports are written letter No. 1500. 

The unusual response which we have received from 
this solicitation has proved that we must extend our 
trading radius to improve our volume. The potential 
customers in these other communities had not been real- 








Editor's Note: 


This is the final installment of the concluding 
article of a series by Mr. Ashby entitled: “Suc- 
cessful Letters Used in the Application of Cus- 
tomer Control.” 


Anyone interested in credit sales promotion will 
find it worth while to read the whole series 
which began in the September issue. (See pre- 
vious issues for numbered letters referred to 
but not shown here.) 
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ized until we had made a contact through the offer of 4 
charge account. We are constantly adding to our library 
of directories and reaching new communities in this man- 
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ner. We find 67 per cent of the reports received are 
good and of these approximately 32 per cent are using 
their accounts. 

Letrer No. 1500 

Shopping through a charge account helps to develop 
that closer relationship between customer and store which 
leads to greater satisfactiqgn and mutual good will. 

We have opened an atcount in your name which we 
hope will meet with your approval. We feel sure you 
will find shopping much more convenient and satisfactory 
through the medium of a charge account. 

There is no further introduction necessary. Your ac- 
count is ready. Your name and address when you make 
a purchase are all that will be required. An itemized 
statement comes to you on the first of each month, payable 
by the tenth. 

Make Parkers your headquarters when in Davenport. 

Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 


Results from Solicited Accounts: 


You have noticed in reading the outline of our sources 
and methods of charge account solicitation that we have 
mentioned the first letter of approach for each source. 
But we go further in our follow-up of these accounts. 
A complete file is maintained of all solicited accounts and 
every thirty days a follow-up letter is sent these until the 
account is used, providing it is used within an eighteen- 
month period after the first solicitation. After that 
period the names are withdrawn from the file and put 
in our master file for future reference. 

The use of special merchandise items in our follow-up 
letter has brought results which could not be obtained 
through the use of the old stereotyped form of appeal. 
We are offering the customer some reason to use the 
account and we have found 18.02 per cent of the cus- 
tomers whom we solicited, using their accounts in re- 
sponse to this type of appeal. ‘This percentage is 8 per 
cent greater than we were able to obtain with the use 
of the old stereotyped appeal just asking the customer to 
come in and use the account. 

Letters No. 1505—1507—1508 
type of letters we are using as a follow-up every thirty 
days. 


are examples of the 





A close tie-up with our advertising department has 
proved of great value in enabling us to include, in our 
letters, the merchandise items which are being run in 
our daily newspaper advertisements. ‘This combination 
will pull doubly well when functioning properly. 

We are thoroughly convinced that our credit depart- 
ment is the biggest sales-building unit in this store, for 
we find that our duty is not only the efficient collection 
of accounts, but also the efficient selling of the good will 
and merchandise of this store to the customers we are 
in a position to be thoroughly familiar with in reference 
to their buying and paying habits. 


Letter No. 1505 


Every day you will find outstanding values at Parker’s. 
From a.very large assortment of sheer white linen 
handkerchiefs, you may choose those with Chinese or 
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Puerto Rican embroidery—others with rolled edges and 
patched corners—and still others attractively printed in 
colors. You could easily select a dozen and have no two 
alike. The price makes them doubly attractive at $1.20 
a dozen. 

Also, pure silk full-fashioned hose at $1 in the most 
fashionable shades. These may be had in chiffon, or serv- 
ice weight, silk to the top, with French heel—and every 
pair is perfect. 

“Cashmere Bouquet” soap—nationally recognized for 
its quality—has for the first time in its history had the 
price lowered. For a limited time only you may purchase 
six bars for $1.10—and with each six bars you will re- 
ceive a can of Cashmere Bouquet talcum. 

Your charge account could be conveniently used at 
this time. 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 


Letter No. 1507 

Whether you are planning a long vacation, a week-end 
trip, or a short jaunt in your car, you'll find at Parker’s 
many necessary items which will add to your comfort and 
enjoyment. 

“Tourola” cases are large enough to hold many gar- 
ments without crushing, yet light enough to carry easily. 
Of Du Pont Duco, $12.50. 

And, of course, dark tailored frocks in quaint prints for 
travel wear are important—or pastel wash crepes for 
sport. A large selection of new dresses is here at $15. 

If most of your vacation is spent at home, you will 
find that an electric fan makes even the hottest day more 
enjoyable. “Northwind” non-oscillating fans at $6.50. 

Wherever you go—just remember that this store is as 
near as the nearest mail box. Order anything you hap- 
pen to need—we will mail it to you and charge to your 
account. 

Yours very truly, 
M. L. PARKER COMPANY. 


General Manager. 


Letrer No. 1508 


The Autumn season naturally brings to one’s mind a 
complete change of appearance. Especially is this notice- 
able in apparel for this season. ‘The new styles are dif- 
ferent, individual and quite flattering. 

We are showing a very special group of frocks in can- 
ton and satin, also light-weight wools and travel tweeds 
at $19.75. The popular Miriam Gross knit frocks are 
$29.50. 

“Shagmoors,” the all-occasion top coats, can be worn 
over almost any frock and the result is a smart outfit. 
New fitted silhouette styles, trimmed with fur, $69.50. 

New hats complete the ensemble. ‘They are worn tip- 
tilted at a youthful angle. Your choice of felt, soleil, or 
velvet in colors to match or contrast with your coat or 
frock—$5 and $6. 

We are sure you will find the charge account we 
opened for you can be used conveniently for your fall 
needs. 

Yours very truly, 
M. L. PARKER COMPANY. 
General Manager. 


> > » 


Register Now—for the Memphis Convention. Use the 
Registration Blank on page 31 of This Issue. 





Portland Adds Twenty New Members 

Since last fall when Portland stood up and claimed 
credit for the “Credit Women’s Breakfast Club” idea, 
our organization has been busy “in our own midst’’ but 
we do think it is time to speak again. 

A recent membership drive added twenty new mem- 
bers and saw a lot of old members reinstated. The 
“Blues” were winners and were very ably entertained 
by the “Reds” at a “kid” party given in the show rooms 
of W. W. Shipley Co. Dignity, ages, etc., were forgot- 
ten for the evening and those who attended will remem- 
ber the party for some time to come. 

We extend hearty greetings to all other “C. W. B.” 
Clubs and will be glad to hear from cities contemplating 
similar organizations. 

—CATHERINE V. GOODALE. 

Secretary, Credit Women’s Breakfast Club of Port- 
land, Ore. 
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Vancouver Club Has 77 Members 

The Vancouver (B. C.) Credit Women’s Breakfast 
Club with a membership of seventy-seven (and growing 
every month) has found itself in a whirl of social and 
The club was organized in Sep- 
tember, 1932, and has made very rapid advancement. 

The foremost thought in our minds at present is the 
Tacoma Northwest Conference. We are all trying very 


educational “doings.” 


hard to be able to attend, as we understand a very inter- 
esting program, both social and educational, is planned. 

We have just completed arrangements for a cruise to 
the Gulf Islands on May 24th and have extended a 
hearty invitation to the members of the Retail Credit 
Grantors’ Association. So we expect to have quite a 
large crowd. 

The Vancouver Credit Women’s Breakfast Club ex- 
tends congratulations and best wishes to the Retail Credit 
Women of Baltimore and San Francisco and wishes them 
every success with their new clubs. 

—BEvERLEY WISEHART. 

Secretary, Vancouver Credit Women’s Breakfast Club. 


> >» » 


Fifty San Francisco Credit Women 
Attended California Conference 


During the tremendously successful California State 
Conference of Retail Credit Granters and Bureau Man- 
agers recently held at San Jose, it was interesting to note 
the large increase in attendance of women delegates. 

Doubtless, much credit is due to the Credit Women’s 
Breakfast Club of San Francisco, as this organization has 
already accomplished a great deal in creating enthusiasm 
among credit women. 

Nearly fifty members of the San Francisco Club mo- 
tored to San Jose on April 21 to attend the Breakfast 
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Meeting at 7:30 a.m. A group from Oakland was also 
present. 

Miss Louise Knoeppel of Spring’s, Inc., San Jose, pre- 
sided. Mr. Frank Batty led in the salute to the flag and 
followed with a few brief remarks. Mrs. Effie Mar- 
shall, President of the San Francisco Club, spoke on “The 
Value of Group Contact”; Miss Thelma McGuire gave 
two humorous monologues, and Miss Ora Heckell, ac- 
companied by Miss: Hyde, furnished the musical enter- 
tainment. The entire program was given by the Credit 
Women’s Breakfast Club of San Francisco, and was voted 
by the 125 credit women in attendance as a meeting de- 
serving of going on record as one of the most outstand- 
ing in the history of California State Credit Conferences. 

—ETHEL BRAMAN. 

Secretary, Credit Women’s Breakfast Club of San 

Francisco. 


» >» > 


Hazel Smith New President of Seattle Club 


The first president of the Seattle Credit Women’s 
Breakfast Club, Miss Avadana Cochran, resigned in 
March and the vice-president, Miss Hazel Smith, suc- 
ceeded her. Miss Cochran took a position as manager of 
the Bremerton Credit Bureau, which made it necessary 
for her to be out of Seattle. 

The Spring Frolic, given in the Terrace Room of the 
Mayflower Hotel, was a most enjoyable affair. Every- 
one had so much fun that another dance was immedi- 
ately requested, so plans are now under way to give a 
Cabaret Dance the latter part of May. 

On Tuesday, May 8th, our breakfast will be devoted 
to our mothers, who will be our guests. This breakfast 
will be held in the main dining room of the Washington 
Athletic Club and an elaborate program is being made 
ready. ' 

—ELIZABETH COBURN. 


>» »> >» 


Did You Know? 
That the Spokane Credit Women’s Breakfast Club 


now has a membership of 116, of which 44 members were 
taken in since the beginning of our new year—November 
1, 1933. Do we have a live membership committee? 

We cleared $130.00 on our Valentine Dance—500 at- 
tended. We would say it was a grand success. 

We have a social meeting one evening each month— 
and do we have grand times? It is the one place where 
we really get acquainted with our new members. 

We are having “Open House” at our business meeting 
on the morning of May 10. All employers are invited t0 
attend. An enjoyable as well as interesting program 
is being planned. 

—ETHEL M. Dopp. 


President, Spokane Credit Women’s Breakfast Club. 
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HOTEL 


PEABODY 


OFFICIAL CONVENTION HOTEL 


@ Extends to you a cordial welcome to 
the Twenty-First Annual Convention of 
the National Retail Credit Association 
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* “The South’s Finest—One of America’s Best’ 
625 Outside Rooms—625 Baths 


In the Heart of Civic Memphis-- The perfect cuisine and delight- 
a Merchandise Mart under one ful service will be an everlasting 
roof. Conveniently located to enjoyment throughout your stay. 
all retail stores in Memphis. We Invite You! 


HOTEL 
PEABODY 


MEMPHIS . .... . . « TENNESSEE 
A. L. PARKER F. R. SCHUTT 


President Manager 
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Bureau Bulletins 


Pertinent Paragraphs Taken from the Hundreds of Weekly 
Bulletins Published by Our Affiliated Credit Bureaus 


How Are Collections? 

Did it ever occur to you that your collection per- 
centage is somewhat a reflection of your credit policy? 
If it has not, why not analyze your ledger and see 
whether or not it reflects a tendency toward leniency in 
extending credit, or a tendency toward restricting credit? 
Of course, a good credit man is one whose collection per- 
centage is large, yet a credit man can be so restrictive 
that he more or less restricts the sale of merchandise, and 
thereby is not a good credit man. 

The policy and terms of your business being made 
known to an applicant for credit may help materially in 
building for a good collection percentage. A careful 
analysis and check through the credit bureau on every 
applicant for credit will also more than repay you for 
the time and cost expended. 

Guessing at the looks of a customer or guessing be- 
cause the name is Smith or Jones or Brown, or that he 
lives on a certain street or road, is no indication he is 
good or bad—so far as credit risk is concerned—but a 
credit record will tell the tendency of reliability or un- 
reliability. It pays to get a credit record. 
—Merchants Association of San Jose (Calif.), Ltd. 


» >» » 


The Value of Your Ledger Accounts 

In discussing the value of ledger accounts it might be 
said, “It’s not the bad debts that accrue but the interest 
charges and the collection costs that must be considered.” 

Bad debts are a low percentage of the total of busi- 
ness but interest paid out to carry slow accounts and col- 
lection procedure to induce payment are sizeable items 
of the overhead expense. 

Ledger accounts are expected to be worth one hun- 
dred cents on the dollar when placed on records but if 
unpaid after sixty days the value has depreciated and 
continues to depreciate each day until after a few addi- 
tional months the merchandise cost as well as the profit 
is lost. 

Use the Credit Bureau to select accounts that are not 
by habit slow—it will speed up collection turnover, re- 
duce interest paid out to carry the account as well as 
reduce overhead and ultimate charge-off to bad debts. 

Select accounts for your ledgers that are worth full 
value by knowing through Credit Bureau reports that 
prompt payment can be expected. 


—Wichita (Kan.) Retail Credit Association, Inc. 


“Petroleum Code” an Inspiration 
for Retailers 

As we understand the “Petroleum Code,” it provides 
that if purchases of one month are not paid for on or before 
the 15th of the following month, the delinquent cus- 
tomer automatically closes his own account, and further 
charges may not be made on the account until it is paid in 
full. 

Retailers may not be able to work out such definite 
terms to apply to the entire retail trade. But they ought to 
be able to get together on some uniform terms applicable to 
different lines. 

There has been a distinct need for “uniform terms” for 
a long time, and present economic conditions and NRA 
afford a beautiful opportunity for some constructive work 
along this line. This would speed the turnover on accounts 
receivable and, in addition, would reduce credit losses for 
there is a direct relation between the collectibility of ac- 
counts and the age of the accounts. There should be no 
competition in terms! 

—Merchants Credit Association, Mobile, Ala. 
2? » 

It takes about 1,500 nuts to hold an automobile together, 
but someone says that only one can scatter it all over the 
landscape. 

—The Credit Bureau of Dayton (Ohio), Inc. 
> >» » 
Beware of Rush Credit Deliveries 

We are finding an increased number of rush requests 
for credit reports, where customers either wish to take 
merchandise with them or to have delivery made within 
a few hours. A large percentage of those requests turn 
out to be, after investigation, irresponsible risks. It does 
not pay to take chances. It’s better to investigate before 
the account is placed on the ledgers than it is to spend 
time and effort trying to collect after the merchandise is 
delivered. Cali this bureau before the account is opened. 

—Morris County Credit Bureau, Morristown, N. J. 

> >» » 
Do Pooling Agreements Pay? 

So far this month pooling agreements made by this 
office have saved three debtors from going into bank- 
ruptcy! In one case the papers were all made out and 
ready to file. Now the creditors will eventually get their 
money. If bankruptcy had been resorted to, no creditor 
in any of these cases would have received a single dime. 

—Neenah-Menasha Credit Bureau, Neenah, Wis. 
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Rejects? Send Them to Us! 

Any applicant for credit whose request has been re- 
fused because a report has been obtained through the 
Credit Bureau, is welcome to come to our office for an ex- 
planation. Never attempt to interpret for the applicant 
the information in the report. Do not tell him that you 
have to turn him down because he owes a furniture store, 
or garage, or grocer, for he may easily guess who you 
mean, and start out for the furniture store, or garage or 
grocery with fire in his eyes. 

Tell him that your agreement with other business men 
requires you to consult the credit bureau before opening 
an account, and that, according to the records of the 
credit bureau there seem to be some reasons why you are 
unable to open the account, but if the applicant will be 
so good as to call at our office the matter can be speedily 
straightened out. 

This is part of our daily routine. Few days pass with- 
out a visitor or two calling about our report on their 
credit. If some are in the right, as occasionally happens, 
we work the matter out to everyone’s satisfaction. If 
they owe several past due balances, it frequently results 
in such accounts being cleaned up within a short time. 
We usually know more about them than they expect, and 
when they are caught redhanded by figures in black and 
white, they are generally willing to plan payment of old 
balances instead of contracting more credit. Send them 
to us. 


—Clearfield County Credit Bureau, Clearfield, Pa. 

> > >» 
Select New Credit Accounts Carefully 

Many people are being reemployed—and as most mer- 
chants have suffered tremendous losses in sales for the 
past few years, they will now make a real effort to again 
build up their sales volume. 

Never overlook the fact that selling on credit is profit- 
able only when the account is collected. The successful 
concern will select credits carefully and follow collections 
vigorously. 

—Retail Merchants’ Credit Bureau, Inc., Saginaw, Mich. 
> >» » 
Prevent Individual Bankruptcies 

Retailers lose some three hundred and fifty million 
dollars a year through bankruptcy losses. Individual 
bankruptcies are increasing four times as rapidly as mer- 
cantile failures. 

Often bankruptcy is simply a case of wiping clear ob- 
ligations incurred when business men have allowed an 
extravagant purchaser to buy without restraint. That 
our procedure in bankruptcy needs correction is obvious, 
but many of the evils can be remedied in a measure by 
careful use of the credit bureau. 

Individuals who are deeply in debt are not entitled to 
further credit. Extending it to them only forces them 
further into insolvency. The result is a foregone con- 
clusion; someone applies collection pressure and another 
Petition in bankruptcy follows. 


—Fort Dodge (Iowa) Credit Bureau. 
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The “Pooled Accounts” Idea Spreads 

Since the creation of the new Pooled Accounts De- 
partment no attempt has been made to contact or solicit 
any new business. There have been numerous applicants 
call at this office for information as well as for the pur- 
pose of actually contracting for the plan. During the 
past week it has been necessary to turn down some of 
these applicants as their affairs were so hopelessly in- 
volved that it was impossible to be of any assistance to 
them. ‘There are apparently only two answers to some 
of these cases, viz., either bankruptcy or a long-time loan. 

The idea of pooled accounts is gaining favor rapidly. 
A news item during the past week carries the informa- 
tion that the Minnehaha County debt conciliation com- 
mittee is “to serve as a source of accurate information 
and counsel to distressed debtors and their creditors. 
Frequently proper suggestions made to either debtor or 
creditor may lead to a friendly settlement.” 

Many of the ideas contemplated by this committee are 
approximately along the same lines as are being incor- 
porated in the Pooled Accounts plan. It has been truly 
said that you cannot get blood out of a turnip and 
garnishment or other legal procedure will often result in 
permanent loss of business for the creditor, whereas the 
Pooled Account idea will retain, in practically all cases, 
the good will of the buyer for the seller. 

Associated Retailers of Sioux Falls, 8. D. 
> >» » 

Register Now—for the Memphis Convention. Use the 
Registration Blank on page 31 of This Issue. 





» » » 


Read This Slowly 


A mule cannot pull while he is kicking, and he can- 
not kick while he is pulling. Every association (no ex- 
ceptions to credit associations) has its pulling members 
and its kicking members. It’s the pulling members who 
are responsible for the success of any organization. When 
a member of the association kicks or complains about the 
service being rendered, it’s a safe bet that he is not co- 
operating with the pulling members. 

—Crawford County Retailers Assn., Pittsburg, Kan. 

> >» » 

It takes a collector to find people out—nearly always 
out, we would say. 

—Crawford County Retailers Assn., Pittsburg, Kan. 

> >» » 


How Long Should You Carry “Pet” Accounts? 


An analysis of the past due accounts on the ledger of 
the average mercantile institution reveals that the ma- 
jority of slow accounts of sizeable amounts are what in 
credit circles are called “Pet Accounts.” 

Pet accounts are charges to personal friends, relatives, 
and often large account customers. Many of them ex- 
pect special privileges of making payment when it suits 
their personal pleasure, irrespective of the store terms. 

All accounts, pets included, are recorded in credit 
bureau files. If you failed to record them, some other 
member did. 

Get a credit report on your “Pet.” 
you to know his true condition. 

—Credit Bureau of Greater Grand Forks, No. Dak. 


It may surprise 










HE members of the Lincoln (Nebraska) Retail 

Credit Association were hosts on March 28, at a 

banguet honoring the staff of the Nebraska Credit 
Company in recognition of its forty-fifth anniversary. In 
the forty-five years of its existence, the company has had 
only three managers! 

John S. Bishop was secretary from the founding of 
the organization until October 5, 1899, when he was 
succeeded by L. M. Troup who continued in charge un- 
til February 10, 1910. Max Meyer has been general 
manager continuously since 1910. 


’ 


“Mr. Bishop, the first manager,” writes Mr. Meyer, 
“has been, all of these years, a practicing attorney in 
Lincoln. Mr. Troup, since 1910, has been a realtor 
here and at present is president of the Union Savings 
and Loan Association of this city. 

“Last fall we secured group insurance for the mem- 
bers of our office staff and in going over the list of peo- 
ple who were formerly connected with the company, I 
could not recall one of them who is not still alive.” 


We are reprinting below a write-up of the company’s 
history which appeared in the Lincoln Sunday Journal: 


Nebraska Credit Company Reaches 45th 
Anniversary 


Citizens of Lincoln forty-five years ago knew the loca- 
tion of A. O. U. W. hall as 1116 O St., over Mrs. 
Waity Gosper’s millinery store. There on March 12, 
1889, a group of Lincoln business men organized a mer- 
chants association with the following officers: S. M. 
Ashby, president; William D. Gulick, vice-president; J. 
S. Bishop, secretary; W. B. McFall, treasurer, and an 
executive board composed of H. J. Hall, James Heaton, 
A. Halter, Samuel McClay and C. R. Richter. Its pur- 
pose was mutual protection in the granting of credit, 
and general advancement of the business interests of Lin- 
coln. At the second meeting, held March 26, it was 
ordered that the names of members be published in the 
local daily papers, Journal, Call and News. 

The association met frequently in the Burr block, Lit- 
tle Building, and Rudge & Morris store, 1122 N, dis- 
cussing proposed legislation, store hours, credits and col- 
lections. 

In the fall cf 1891 the “Nebraska Exhibit Train” 
was sent east to advertise Nebraska products. Lincoln 
merchants had a prominent part in securing finances 
necessary to equip and transport the train. John M. 
Thompson, now a member of the State Journal report- 
ing staff, assisted materially as a member of the soliciting 
committee. The following September, ‘Nebraska on 
Wheels No. 2” was sent east, after liberal financial sup- 
port had been given by the Lincoln Retail Merchants 
Association and its members. 
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Nebraska Credit Company 
In Business Forty-Five Years! 


In 1894 the organization became the Nebraska Credit 
Company, incorporated March 12, with C. H. Rudge, 
president; O. J. King, vice-president, and J. S. Bishop, 
secretary and treasurer. Mr. Bishop served as secretary 
from the founding of the organization in- 1889 to Oct. 
5, 1899. He was succeeded by L. M. Troup, who con- 
tinued in charge of the activities of the company until 





“Here are the only managers Nebraska Credit Company has 
ever had. (Left to right: John S. Bishop, Max Meyer, L. M. 
Troup.) Mr. Bishop was the first secretary, elected in 1889. 
Mr. Troup succeeded him ten years later. Mr. Meyer has been 
manager continuously since 1910. The company was originally 
the Merchants association.”—Lincoln Sunday Journal, March 
11, 1934. 


Feb. 10, 1910. During this period J. C. Seacrest, C. H. 
Rudge and O. J. King were members of the board of 
directors, each serving as president. Max Meyer has 
been manager since Feb. 10, 1910. 

In the earlier days, much of the efforts of the organ- 
ization were devoted to the issuing of credit guides which 
have been published annually since 1889, known to the 
community as “Blue Books.” But merchants began soon 
to realize that rating books alone could not supply the 
entire credit picture, and special credit reports, giving 
up-to-the-minute data, were called for and furnished by 
the company. 

Annually the merchants of Lincoln furnish to the 
credit company a complete list of their credit customers, 
rated as to habits of pay. These ratings, 250,000 of 
them, are compiled on master envelopes, from which 
printer’s copy is prepared and the annual “Blue Book” 
published. 

The master envelopes, 130,000 of which are now in 
file, contain a record of employment, changes of resi- 
dence address, suits and judgments, items of public rec- 
ord, and newspaper clippings. All this information is 
available when special inquiry is made, and a trained 
employee brings the report up to date by checking all 
available sources of credit information. 
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A representative of the company interviews newcomers 
to Lincoln, securing occupation and references at previ- 
ous places of residence. Through membership in the 
National Retail Credit Association and the Associated 
Credit Bureaus of Nebraska, complete antecedent infor- 
mation is promptly secured from the bureau in the city 
where Mr. Newcomer formerly lived. Merchants re- 
port regularly to the company new accounts opened, ac- 
counts closed, and changes of address, making hundreds 
of items to be recorded daily on the master files. Eight- 
een full-time and several part-time people are employed. 
A special telephone installation provides convenience and 
speed in the clearing of more than 2,000 reports fur- 
nished monthly. 

Records compiled during the forty-five years of the 
company’s existence indicate that during panics, depres- 
sion, good times and bad, Mr. Average Citizen main- 
tained a satisfactory credit record. In so-called normal 
times 86 per cent of the people have satisfactory ratings. 
In 1933, 81 per cent of the ratings received were satis- 
factory, showing an increase in the unsatisfactory group 
of 5 per cent. 

But many who have been giving adversity a battle dur- 
ing the past four years have now secured work, and 
many payments on old accounts are being made. The 
pendulum has swung in the other direction, collections 
are better and the entire community is benefited by im- 
proving credit conditions, says Mr. Meyer. Changes in 
credit standing are quickly reflected in the credit com- 
pany files. 

As business conditions continue to improve, buying on 
credit will become more general than ever before. By 
maintaining clear credit records, evidenced in the credit 
company files, Lincoln people will be enabled to pur- 
chase, use and enjoy homes, home furnishings, and equip- 
ment, which could never have been sold on strictly cash 
basis, it is pointed cut. 


A souvenir booklet entitled Forty-Five Years was is- 
sued for the occasion, outlining the history and activities 
of the organization. We reprint in the next column, 
one of the pages which sets forth, in a masterly way, 
what the bureau does for its members: 





Credit Reporting Department—Nebraska Credit Company. 





What the Bureau Does 


PROMOTES PROMPT PAYMENTS and a de- 
sire for good credit ratings because the community knows 
that credit records are centralized, subject to instant ref- 
erence on inquiry from merchants and professional men, 
subscribers to the service. 

FURNISHES A MEMBERSHIP SIGN which 
states to the buying public that credit facts are recorded 
and that your firm subscribes to and relies upon the Blue 
Book. 

FURNISHES COMPLETE STANDARD 
CREDIT REPORTS showing occupation, earnings, 
number of dependents, assets, amounts owing at present, 
and habits of pay. 


PUBLISHES ANNUALLY THE BLUE BOOK, 
a credit guide containing 40,000 names and 250,000 rat- 
ings on Lancaster County firms and individuals. 


MAINTAINS A MASTER FILE of 130,000 en- 
velopes, containing occupations, addresses, assets and 
credit record of firms and individuals, together with nota- 
tions of suits, judgments, records of public offices and 
newspaper clippings affecting credit standing. 

PROMPTLY INTERVIEWS NEWLY AR- 
RIVED FAMILIES, securing from previous place of 
residence complete antecedent reports, which are placed 
in file subject to inquiry. 

FURNISHES PROPERTY REPORTS showing 
legal description of real estate, owner of legal title, as- 
sessed valuation, dates and amounts of encumbrances. 


NOTIFIES MERCHANTS on record as interested, 
when derogatory information appears regarding an ac- 
count, or an address is secured on a missing debtor. 


PUBLISHES THE DAILY MOVING RECORD 
which shows changes of address in Lincoln, removals 
from the city and names and addresses of newcomers, 
an excellent medium for maintaining contacts with old 
customers, and securing new ones. 


LOCATES MISSING DEBTORS through a suc- 


cessful tracing system. 





T IS our contention that National members are the 
best local members, because these men and women are 
modern—think and act modern, by their own volition. 

They read The Crepir Wor tp, learning what other 
business men are doing and they have the courage to try 
the new, more efficient methods instead of fearing to step 
out of the antique methods of carrying on. 

We never miss an opportunity to get a new National 
member, feeling certain that this is the first step in mak- 
ing him a better local member. National members ARE 
more efficient workmen. ‘They have more and better 
tools. 

About 15 years ago, the Huntington Business Men’s 
Association formed a Credit Division, with a membership 
of 8 or 10 National members. The cost to these men was 
$5.00 per year, just the cost of the National Retail Credit 
Association membership. One of the more progressive 
members having been a National member and realizing 
its benefits made this suggestion, and it was taken up with 
enthusiasm by a few of the more modern and progressive. 

This credit division had a secretary and chairman, and 
met every other Tuesday evening for six o’clock dinner 
and a round table discussion of the problems facing the 
credit executive at that time. As the body slowly grew, 
each member obtained was recommended to the National 
Retail Credit Association by some member of the Credit 
Division, who felt he was benefiting from this member- 
ship, and wished his business associate to receive this help 
also. They were believers in COOPERATION, early 
in the game. With the growth of this organization they 
elected officers, and appointed committees who actively 
worked on things of mutual interest. 

Every other week they call into the office of the Credit 
Bureau, names of customers who are for some reason 
not performing in their paying habits as promptly as they 
should (or skips) and after the regular business of the 
organization there is a round table discussion of these 
customers, a list of which each member has had to check 
against his own ledger, for his experience, if he has the 
subject. 

The organization now has a membership of 41 paid 
members. 

Before being eligible for membership, one must be a 
member in good standing of the Huntington Business 
Men’s Association and a member of the National Retail 
Credit Association. His name must be passed on by the 
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National Members Are 


Better Local Members 
By MILDRED NEWTON WHITE 


Assistant Secretary, The Credit Bureau, Inc., 






Huntington, W. Va. 


Board of Directors of the Credit Division. He must be 
dependable, and able to hold confidential all information 
discussed at these meetings, upon penalty of suspension 
from the Group. (And suspension has happened in one 
instance. ) 

The meetings of the Credit Division are well attended. 
Interesting programs of benefit to the members are the 
rule rather than the exception. Enthusiasm is therefore 
sustained. Prospective members seldom fail to see the 
advantages when they attend as guests. Our job is get- 
ting a prospect to meet with us. The meetings sell him. 

As to our programs we find there are, almost con- 
tinually, conditions arising in credit work which can be 
taken up at our meetings with benefit to all. Occa- 
sionally, social meetings are fitted in to break the usual 
steady grind of regular “shop talk” meetings. 

Fixed time for adjournment of regular meetings is 
8:15. Thus, no one attending has the excuse that our 
meetings keep him away from others which he might 
wish to attend on the same evening. 

Once each year, we have what is known as “Bosses’ 
Night,” each credit manager bringing with him his boss, 
and any boss who sees the interest, enthusiasm, and 
eagerness to learn, of his credit manager, and does not 
appreciate this, certainly does not exist—anyway, not im 
Huntington, or at least our loyalty refuses to permit such 
a thought. 

There is an annual meeting with the Charleston Retail 
Credit Association, at a halfway meeting place, the 
Justice Inn, at Milton, W. Va., where we partake of a 
delicious chicken dinner, and promote good fellowship 
and cooperation between these two cities. We have, also, 
meetings at which we have as guests, the members of the 
bureaus of other near-by cities, for the same reason. How- 
ever, these are not annual, nor is there any set time for 
such meetings. 

It has in the past recommended to the Credit Bureau 
of the Huntington Business Men’s Association a change 
from their old file card, with the system of “Prompt”— 
“Fair’”—“Slow” and “N. G.,” to the modern system. It 
has recommended the use of Standard Forms for report- 
ing. It urged a standard method of reporting credit 
ledger information to the Credit Bureau, and last but not 
least—it sends as a representative, the Secretary, who is 
the writer—to the Columbia Regional Conference at 
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Washington, each year, thereby contributing to the ef- 
ficiency of the Credit Bureau. 

At the present the committees of this organization have 
been working on a Standard Application and Bureau Re- 
port Form, to be used by the store members to take the 
credit application of the customer and to carry, on the 
reverse of the same form, the report from the Bureau, 
thereby simplifying and making more efficient the giving 
and receiving of credit reports. 

Also, this state, like many others, has been having 
trouble in getting taxes to pay the teachers, making the 
accounts of these teachers real problems to the store 
granting credit to this class of heretofore prompt-pay 
customers. This organization has sent letters out to the 
County Boards of Education in the trading area of Hunt- 
ington, not only in West Virginia, but in Kentucky and 
Ohio as well. 

By this we will learn for the benefit of those concerned, 
the possibility of the teachers’ being paid; how much, 
when, and the length of time they expect to keep them 
employed during this present school term. This informa- 
tion will enable our members to know how and when to 
proceed with the collection of the teachers’ accounts, and 
how to sell them in the near future, or until the trouble 
is somewhat allayed. 

We feel it is not possible to tell a prospective member 
all of the benefits of the National Retail Credit Associa- 
tion, as they are so numerous, but if we can get him in, 
he will soon feel them, and be grateful for our interest 
in getting his membership. I am sure you will under- 
stand my enthusiasm over our Credit Division, and the 


reason for much energy expended -in trying to get more — 


National members. 
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The “Big Bad Wolf” Loves Lax 
Collections 
(Continued from page 4.) 


applicants you accept owe others that you know nothing 
about because they have not advised the bureau of their 
bad news. 

Statistics show that individuals who owe other stores 
and are approved for credit at new stores, charge twice 
as much merchandise and cause twice as heavy losses as 
people who pay promptly. In other words, when an in- 
dividual who has neither the willingness nor the ability 
to pay, gets a chance, he takes advantage of it. 

Such people may not know that they are overbuying, 
but their credit records show their judgment to be poor. 
Usually when they get the opportunity of a new account, 
they are needing a great deal of merchandise and the 
hunger for clothes, plus their poor judgment, is what 
causes the heavy purchases. Cooperation with the bureau 
in reporting bad accounts and checking your new ac- 
counts, is what saves you from such losses. 

Another true fact is the one which shows that non- 
users of bureaus have twice as much loss as those who 
belong to and use credit service. This fact is shown by 
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the various surveys of bankruptcies. The man who 
doesn’t have enough judgment to use credit reports is 
not up to date in other ways either, so his chances for 
success are greatly limited. 

Some stores place too much attention on the value of 
bank information. A bank reference is generally no in- 
dication as to whether an account will be paid. It merely 
is one small part of the picture. The average bank em- 
ployee who clears references does not know the real con- 
ditions of the depositor. 


An officer of the bank is the one who can give you the 
real low-down but he is too busy with other duties to 
spend his time in clearing references. He is available 
only in special cases. And furthermore, a bank operates 
in such a confidential capacity with its customers, that 
derogatory information cannot be given out promiscu- 
ously. 

A few years ago I made a test to determine whether 
bank references could be considered as a major factor in 
passing credits. I wrote to one hundred banks on cus- 
tomers whom our records showed were decidedly poor 
credit risks. In over 90 per cent of the replies, the in- 
formation was favorable. 

Regarding the customer who is thin-skinned, who 
doesn’t want any credit investigation made, or who doesn’t 
want this or that, be careful. If he doesn’t want to be 
checked up, it usually means that he has something to 
hide. If he is unreasonable when the account is opened, 
you can bet your last dollar that there will be dispute 
after dispute, and that when the account becomes de- 
linquent, you will find a wildcat on your hands. 
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The elegance of yesterday and 
the modernity of tomorrow are 
yours at the famous Auditorium 
Hotel — completely modernized at 
a cost of over $100,000. 


All the distinctive characteris- 
tics of superlative living, the high 
standards of service, the inimitable 
food and the distinguished Michigan 
Avenue location are offered you to- 
day in a new dress ata daily rate 
from #150 single without bath—from 
$3 single with bath—double from $5. 

Write for i/lustrated folder 















































FOREWORD 


ACK in the days of the 54th Congress, America was 
troubled with fears of inflation. That same fear 
has been the shadow on the wall behind the 73rd 

Congress. Inflation in this Congress, however, the writer 
predicts, is not expected to reach the point of a break be- 
tween the Executive and the Congress as it did in Cleve- 
land’s day. 

In fact the prospect is that Congress will not pass 
any mandatory inflation measures. However, to that fear 
may be ascribed, in part, the shelving, temporarily at 
least, of some important measures that were scheduled to 
pass before adjournment. Some of these are listed in 
this bulletin under the Legislative Section. 


Legislative 


Municipal Bankruptcy Amendment Passes Senate 


At this writing, May 3, 1934, the municipal bank- 
ruptcy amendment has been passed by the Senate and is 
expected tc become a law at this session. It is something 
new in American jurisprudence. 

It will permit any taxing district, including in that 
category, cities, counties, and special taxing areas, to work 
out a plan of settlement of its indebtedness which if ap- 
proved by two-thirds of all classes of creditors and con- 
firmed by the court will be binding. Strong opposition 
has been voiced upon the grounds that it is unconstitu- 
tional and inadvisable, by organizations of lawyers, busi- 
ness men, and fraternal associations. 


Corporate Reorganization Passes House 


Corporate reorganization passed the House in June, 
1933; is being debated by the Senate; and will become 
a law before adjournment. It is intended to provide 
quicker and less costly corporate reorganizations than 
existing laws provide. 

Attention was called in the February Washington 
Bulletin to the National Radiator case where less than 
5 per cent of objecting creditors were able to make a 
great deal of trouble for more than 95 per cent of the 
creditors who had accepted the plan of reorganization. 
This amendment to the bankruptcy act is also intended 
to prevent a recurrence of such situations. 

A novel feature is that a reorganized corporation may 
preserve intact its original charter of incorporation there- 
by obviating the necessity which has heretofore been the 
case of incorporating a new company to take over the 
assets of the reorganized entity. 


Other Legislation 


Status of other legislation follows: 
Motor bus bill: House—hearings but no report to the 
House by Committee; Senate—bill introduced but no 
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action taken; Federal Communications Commission: Sen- 
ate—on the Calendar; House—hearings but no report 
as yet; Revision income and taxation laws: passed both 
Houses and conference report being debated. Reciprocal 
tariff: House—passage by that body March 29, and on 
the Senate Calendar for action; will be a law at this 
session. 

HOLC bonds, Public Law No. 178, guaranteeing both 
principal and interest; Insurance of bank deposits, ex- 
tending insurance on deposits of $2,500, passed by the 
Senate; still under consideration by the Banking and 
Currency Committee in the House. Bill preventing 
avoiding state taxation sales tax laws: Senate, passed 
March 15; House, favorable report subcommittee House 
Commerce Committee but not yet reported by full com- 
mittee. 


Departmental 


Department of Commerce Reports Sales Increases 


Department of Commerce figures on the automo- 
bile industry are very encouraging as compared with 
March, 1932. They show an 82 per cent increase in 
dollar volume of retail financing of new cars and as com- 
pared with February of this year an increase of 44 per 
cent. This is more than the seasonal increase for the two 
preceding years. 

According to the same authority general merchandise 
sales in small and rival areas for March, 1934, show an 
increase of 6514 per cent in dollar volume over 1933 and 
an increase of 23 per cent as contrasted with March, 
1932. March variety store figures likewise show an in- 
crease over the corresponding month of 1932; the in- 
crease being 10.4 per cent. 


Federal Trade Commission 


Codes of fair competition should ultimately result in 
greatly lessening that division of the Federal Trade Com- 
mission activities relating to false and misleading adver- 
tising. Many of the codes have sections under articles 
relating to trade practices which deal with such subjects 
and also with gifts or prizes, in the nature of lotteries, 
as inducement for purchases. 

However, the volume of Trade Commission cases con- 
cerning false and misleading advertising still continues 
heavy. The Commission states that during the month of 
March, 1934, alone, 64 stipulations were entered into 
“covering agreements by various companies, individuals, 
and publishers concerning false and misleading adver- 
tising.” 

It would also seem that the adoption of codes will ulti- 
mately obviate the necessity for trade conferences which 
it has been the habit of the Federal Trade Commission 
to conduct from time to time resulting in the adoption 
of trade practice rules. 
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Court Decisions 


Banks May Not Seize Deposits of Insolvent 
Customers 


Sometimes general creditors of bankrupts find their 
claims in conflict with liens or preferences of a bank 
through whom the bankrupt has been doing business. 
Such was the case in Callaway v. West Palm Beach 
Atlantic Nat. Bank, decided recently by the Circuit 
Court of Appeals, 5th Circuit (69 Fed. (2d) 224). Ac- 
cording to the opinion of the court, the bank knowing its 
depositor to be hopelessly insolvent and also indebted to 
it laid in wait to seize a deposit before it could be 
checked out and thereupon converted it to a payment 
upon its indebtedness. 

In effect this decision supports the principle, applicable 
to banks generally, that where a bank is a creditor of a 
depositor whom it knows to be insolvent, accepts deposits 
and permits checks against its account in the usual course 
of business, but awaits an appropriate time to seize a 
deposit and apply it to its own indebtedness, then the 
payment is preferential and can be, as in this case, set 
aside by the trustee in bankruptcy. 


A New Income Tax Ruling 


It does seem a pity that contributions of a general 
civic nature cannot in all and every instance be an al- 
lowable deduction against one’s income under our Fed- 
eral Revenue Statutes. Just recently the U. S. Board 
of Tax Appeals disallowed a deduction of $5,000 from 
the income of a New York lawyer. The lawyer in ques- 
tion had contributed that amount toward a fund raised 
by the Bar Association of New York City investigating 
administration of bankruptcy in that city. The investi- 
gation resulted in a correction of abuses in the admin- 
istration of the bankruptcy act but still B. T. A. dis- 
allowed the deductio upon the theory that the New 
York City Bar Association is not a corporation ‘“organ- 
ized and operated exclusively for religious, charitable, 
scientific, literary, or educational purposes” (section 23 
(n) (2) Revenue Act of 1928). In justice to B. T. A., 
however, it must be stated that the opinion indicated that 
had evidence been presented by the taxpayer showing that 
the contribution was “an ordinary and necessary expense” 
of conducting his law practice it might then have been 
an allowable deduction. 


Deduction for Trade-Mark Depreciation 
Disallowed 


An extremely important case relating to deduction 
tor depreciation of trade-marks was decided by the U. S. 





Board of Tax Appeals on April 5, in Norwich Phar- 
macal Company v. Commissioner of Internal Revenue. 
It appears from the opinion that this point has not been 
specifically decided by either the Supreme Court of the 


United States or any other United States court. The 
taxpayer in the instant case estimated the cost of the 
trade-marks involved to have amounted to $677,675.09; 
that the trade-marks had a remaining useful life of 1414 
years; and that this resulted in an annual exhaustion de- 
duction of $46,736.21, which was claimed by the tax- 
payer. The deduction was claimed under that provision 
of the Revenue Act, providing for “A reasonable allow- 
ance for the exhaustion, wear and tear of property used 
in the trade or business, including a reasonable allow- 
ance for obsolescence.” B. T. A. held that trade-marks 
do not come within this category and, therefore, disal- 
lowed the deduction. In doing so it was pointed out 
that a trade-mark is still valuable after expiration of the 
period of registration provided by Federal Statute and 
that unless obsolescence has resulted from disuse or aban- 
donment the value of a trade-mark is not exhausted by the 
passage of time but rather increases. 


> > » 
“On-to-Memphis’”—National Convention—June 19-22. 


> > » 


Activities of Retail Credit Women 
of Baltimore 


Just four months old and we are going ahead with a 
bang! Attendance at the first meeting fifty-three. Mem- 
bership started working immediately and now we have 
155 members—and we are still going. 

Business meeting of officers, directors, reception, and 
entertainment committees held on the last Tuesday of the 
month, social meetings always held on the second Tues- 
day of the month. Some of the credit men have been 
selected for speakers because of their ability to answer 
questions concerning problems. Other speakers connected 
with different organizations have been selected because of 
their knowledge of subjects which prove to be interesting 
to credit and collection people. 

A big joint meeting at the seashore, with the credit 
men as our guests, is now being planned so that both 
“gangs” will really become acquainted. 

—Betty WEAVER. 
President, Retail Credit Women’s Club of Baltimore. 
> >» » 


—Twenty-First Annual Convention—Memphis—June 


19-22, 1934. 








Collection Agency 
Wanted 


Will purchase going col- 
lection agency in South, 
Midwest, or any point in 
the center of the country’s 
activities, Address Box 44, 
Credit World. 
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MEN EVERYWHERE! 


From one end of the United States to the other, 
How To Collect Installment Accounts has been 
welcomed by Credit and Collection Managers. 

It will help you collect those stubborn accounts. 
It will give you IDEAS for forcing collections, 
and will repay its small cost a thousand fold, by 
collecting your ‘‘uncollectible’’ accounts. 


70 pages, cloth bound. Price, $2.00. 
Send Your Order Now to 


NATIONAL RETAIL CREDIT ASSOCIATION 
1218 Olive St. St. Louis, Mo. 
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Collection Percentages 


Continue Upward Tren 


As Shown by Reports from Various Cities 


NEW YORK’S COLLECTION PERCENTAGES 


For MARCH, 1934, AND 1933, AND AVERAGE FOR THREE 
MonrTHs, 1934 AND 1933 


MARCH 











AV. 3 MO. 


1934 


38.30 
37.88 
40.00 
42.20 
46.51 
44.78 
47.57 
47.50 
47.31 
54.80 
53.20 
50.60 
56.70 


9.67 
10.10 
15.15 
15.23 
17.62 
17.60 
19.00 
18.70 


20.17 


40.90 
36.71 
44.50 
46.10 
51.00 
51.10 
52.97 
58.60 
57.67 
59.70 


50.19 





CLASSIFICATION 1934 1933 
Dept. Store (Open Accounts) 34.39 29.86 
" = ” " 39.00 .... 
3 " *39.18 31.36 
- 7 *43.00 36.50 
= - *43.70 37.10 
34 a. *45.12 37.46 
™ *46.98 43.15 
3 a: "47.55 37.21 
s " *48.01 30.96 
¥ 5 ' - *48.90 43.40 
¢ we ~ - *50.81 42.12 
<-* “ “ *54.70 43.00 
“ “ . *55.60 44.20 
" . . 57.20 43.10 
. . *60.50 52.00 
Dept. Store (Cont. Accts.) ree 
. - ” - 11.70 10.10 
: ™ 16.29 12.73 
“ = . ™ 16.65 11.45 
“; ” a 18.89 18.01 
‘ . " 19.10 17.70 
“ is 19.80 17.90 
ss , 20.40 21.80 
' “ 20.78 21.44 
... @ " " 22.00 18.77 
Women’s Wear Group— 
Women’s Wear *36.20 26.90 
Misses’ and Women’s Wear *38.57 27.61 
Specialty Shop *40.09 34.10 
Women’s Wear *44.40 36.80 
Specialty Shop *46.82 38.60 
Women’s Wear 47.10 40.80 
Women’s Wear *50.40 41.50 
Women’s Sport Clothes 52.83 41.09 
Women’s Specialty (Hosiery) 54.60 46.30 
Ladies’ Shoes 59.40 45.00 
Ready-to-Wear Clothes 61.20 54.70 
Men’s and Women’s Specialty *52.88 44.01 
Shop 
*Member reporting in 20 Store Index. 
Men’s Wear Group— 
Merchant Tailor 33.25 24.75 
Men’s Wear 37.20 28.30 
Custom Tailors 38.00 33.00 
Men’s Tailoring 45.40 21.90 
Men’s Wear *46.30 34.00 
Merchant Tailors 47.00 28.00 
Men’s Wear 48.10 36.10 
Men’s Wear 57.30 36.40 
Custom Tailors 79.70 69.70 
*Member reporting in 20 Store Index Group. 
Purchasing Agent 50.00 
Purchasing Agent 37.00 








POSITION WANTED 


Experienced credit and collection man, office man- 
ager and accountant; 16 years in one position handling 
credits, ‘collections and finances, nationally known 
women’s wear store. Will go anywhere. 
references. Address, Box 52, Credit World. 










Best of 


1933 


35.25 
38.10 
41.60 
43.14 
40.15 
37.09 
45.50 
46.54 
48.00 
47.20 
43.20 
52.30 


9.80 
12.24 
11.01 
17.09 
17.20 
17.80 
20.10 


18.91 


31.60 
32.24 
39.20 
41.40 
45.60 
46.60 
46.96 
57.30 
47.33 
55.20 


46.13 


For MARCH, 1934, AND 1933, AND AVERAGE FOR THREE 
MonrTHS, 1934 AND 1933 
(Continued) 


MARCH AV. 3 MO. 


CLASSIFICATION 1934 1933 1934 1933 
Miscellaneous— 
Automobile 45.00 49.10 51.30 50.20 
Automobile Distributor 49.00 59.00 51.00 57.00 
Bedding Manufacturers 56.50 51.00 49.50 61.50 
Book Shops (Retail) 48.70 51.10 52.40 55.40 
Carpet and Rug Cleaning 28.15 20.00 28.14 28.20 
China and Glass ware ae aves cami," ina 
Cleaning and Dyeing 84.00 67.00 eas 
Dentist eee 22.50 
Fuel (Retail) 73.90 46.00 lice | “aa 
Garage 67.31 46.74 67.23 51.02 
Gift Store 110.00 85.00 93.00 90.00 
Household Equipment 52.50 47.60 55.00 53.40 
Importer and Outfitter 44.00 31.90 45.70 39.40 
Jewelry (Retail) 31.00 5.00 jae wae 
Linens—Dry Goods 63.37 56.85 62.10 60.05 
Luggage Shop 80.00 .... 84.00 100.00 
Pharmacy eae Te 70.00 81.00 
School and Camp Outfitting 31.33 25.33 34.00 27.50 
Sporting Goods 42.00 24.00 42.00 37.00 
Sporting Goods 47.00 32.00 48.00 39.00 


COLLECTION PERCENTAGES, BIRMINGHAM, ALA. 
March, 1934 


GROUP CLASSIFICATION 1934 1933 INCREASE 


Department Stores 


Average—Open Accounts 46.01 23.35 22.66 

Highest Percentage Reported 56.76 32.40 24.36 

Lowest Percentage Reported 38.51 15.50 23.01 
Department Stores 

Average—Lease Accounts 17.11 10.79 06.32 

Highest Percentage Reported 21.50 13.40 08.10 

Lowest Percentagt Reported 12.73 8.18 04.55 
Men’s Wear and Women’s Wear 

Average—Open Accounts 48.27 22.00 26.27 

Highest Percentage Reported 62.65 28.00 34.65 

Lowest Percentage Reported 37.00 16.00 21.00 
Furniture 

Average—Lease Accounts 10.65 aint ocam 

Highest Percentage Reported 12.20 8.98 03.22 

Lowest Percentage Reported 8.10 8.98 00.88* 
Tires, Gas, and Oil 

Average—Open Accounts 61.37 37.75 23.62 

Highest Percentage Reported 62.40 39.00 23.40 

Lowest Percentage Reported 60.02 36.50 23.52 
Jewelry 

(Only one firm reporting) 20.00 13.80 06.20 

*Decrease. 











POSITION WANTED 


Man 35 years of age wishes position as credit man- 
ager. Fifteen years’ experience with both wholesale 
and retail credits. Reference gladly furnished on re- 
quest. Address Box 51, Credit World. 
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COLLECTION PERCENTAGES, PITTSBURGH, PA. Collections for the same 15 stores for three months show 



























































Y 40.86 per cent for 1934, in comparison with 34.77 per cent in 
March, 1934 1933—a very comfortable increase. 
- ee ee *Decrease. 
GROUP CLASSIFICATION 1934 1933 INCREASE — 
erates MISCELLANEOUS COLLECTION PERCENTAGES 
Department Stores and Women’s W ear March, 1934 
Average—Open Accounts 42.34 32.53 09.81 sia ssoaeiatieiisiaiinisiebaieiiadl 
Highest Percentage Reported 49.04 42.83 06.21 " “Se , saieiiie 
Lowest Percentage Reported 31.00 27.00 04.00 ee, _ wicneall a 
Department Stores Auto Tires and Accessories 35.00 27.00 08.00 
Average—Lease Accounts 18.26 15.89 02.37 ae aa and Dyers 50.00 50.00 ae 
Highest Percentage Reported 20.90 25.00 04.10* oy pe 58.00 08. 
i 03.9 . eee sees 
_ Lawent Pessmage Raperted — ’ Groceries and Meats 71.00 61.00 10.00 
Shoe Stores : Men’s Furnishings 29.36 21.10 08.26 
, Average of Stores Reporting 49.05 40.00 09.05 Newspaper 70.00 55.00 15.00 
* Highest Percentage Reported 59.10 48.00 11.10 Women’s Wear 61.10 ies oy 
933 Lowest Percentage Reported 39.00 32.00 07.00 Business Not Stated 50.00 43.00 07.00 
7 Jewelry . DECREASE 
Average of Stores Reporting 36.26 35.26 01.00 Specialties 70.00 78.00 08.00 
).20 Highest Percentage Reported 50.60 44.46 06.14 Plumbing 11.00 22.00 11.00 
7.00 Lowest Percentage Reported 22.15 29.13 06.98* Laundries 24.90 25.40 00.50 
1.50 Recapitulation of Store Groups Funeral Director 21.00 27.00 06.00 
5.40 Dept. Stores and Women’s Wear 42.34 32.53 09.81 Bakery 48.61 51.80 03.19 
8.20 Shoe Stores 49.05 40.00 09.05 
«ale Jewelry 36.26 35.26 01.00 INDIVIDUAL PERCENTAGES 
») A 7-to-W 
Average 3 Store Groups 42.02 34.07 07.95 Department Stores and Women’s Ready-to-Wear 
March, 1934 
<a Department Stores Only eer : s 
“ Average—Open Accounts 43.17 32.75 10.42 1934 9988  secuey 
0.00 Highest Percentage Reported 49.04 42.83 06.21 i iammaanna i ne crc 
13.40 Lowest Percentage Reported 40.09 27.96 12.13 Open Accounts 61.10 ong wie 
19.40 es seit —— 6 “i 49.04 42.83 06.21 
owes r 47.20 42.10 05.10 
50.05 rhe following tabulation shows the average monthly collec- “ “ 47.00 36.30 10.70 
0.00 tion percentages of the department stores and women’s wear “ “ 45.50 29.40 16.10 
81.00 group for the first three months of 1934 compared with the first “ ‘ 42.10 29.70 12.40 
27.50 three months in 1933: “ 41.74 31.48 10.26 
37.00 “ “ 41.31 33.06 08.25 
39.00 1934 1933 INCREASE “ “ 40.09 27.96 12.13 
al January 41.28 aa aoe 31.00 27.00 04.00 
February 38.96 ; “ Lease (Contract) Accounts 20.90 18.50 02.40 
March 42.34 32.53 09.81 ‘“ “ ) “ 19.50 25.00 05.50* 
A. in “ 4 wh 17.74 18.42 00.68* 
Average—Three Months 40.86 34.77 06.09 : 4 “ «“ 17.10 11.40 05.70 
: - ss = 16.74 16.33 00.41 
= Note.—Collection percentages reported by the 15 index stores 4“ “ “ 15.28 10.93 04.35 
REASE for the month of March show an average of 42.02 per cent for “ a “ 13.94 10.01 03.93 
— 1934 in comparison with 34.07 per cent for 1933—a gain of _ ose : 
07.95 per cent. *Decrease. 
,.66 
+36 
3.01 
32 Register Early for Your Convention--June 19-22, 1934 
B.10 
4.55 (Hotel Peabody is the Official Hotel but there are many other good hotels, reasonably priced) 
6.27 miami haat a ia 
4.65 ' ' " 
to. | Make Sure of ‘ : 
° ST iicedinntnunniiaonneeael ee 4 
Accommodations 1 : 
“se ir. SURREY: Ssppichiietcsbipietaniacencig epteeeiacliipaaeneaaomamiadanaiiat ail ea ‘ 
3.22 : : 
* * 
0.88 ' Ew NC REE SNE ee CCS RO OL Ce Ve H 
' 
. 1 ° ' 
5.62 Avoid Delays ¢ iw : 
23. a ’ : ' 
3.52 Upon Arrival He Oe UI I .csscissscnsclpcicianahionletadieilleeiSsthanelsch ' 
' : ' 
16.20 - ' IIIT saheinith reertecinttetiniltiidehataddiciidiattacitsdainataaaianadiel (Single or Double Room) jj; 
20 ' 
: What group conference will attemd..o.o.....cccccccscceeccoecsseeseeesoeeeseecoeee : 
_ | Help the 
— C A RS ID ctniccintsinntentinpennsenpascnemininiciane IN scihcinicritaiitintiesapinabieniete : 
=| hen a0 Be NIE oc OE or rT ETE Ae ; 
' P . P , 
ommiuttee : Registration Fee, $10.00, Includes Banquet and Entertainment. ' 
° t 
- ° ' Registration Blank—National Convention, N. R. C. A— : 
, 2 ‘ ‘ 
| Te 1 1 Memphis, Tenn., June 19-22, 1934 ’ 
Register NOW! es 
_J - beseeeseeseeeosessesesssnsessssenseessesesasscesesescsessd 
ORLD B MAY, 1934 31 


California Credit Conference 


The California Conference of Retail Credit Granters 
and Bureau Managers was held in San Jose, April 20 
and 21. The total registration was 215. 

The Department Store Group was in charge of 
Frank Batty, General Credit Manager of Hale Bros. 
Stores, Inc., San Francisco, and Past President of the 
National Retail Credit Association. Specialty Shop 
Group was in charge of Mrs. Effie Marshall, Collection 
Manager of H. Liebes & Company, San Francisco. Men’s 
Clothing Store Group was in charge of Henry M. Doll, 
Secretary of Desmond’s, Los Angeles. The Shoe Store 
Group was in charge of Walter V. Howe, Credit Man- 
ager of Sommer & Kaufmann, Inc., San Francisco. The 
Petroleum Group was in charge of James Duncan, Credit 
Manager of Standard Oil Company, Los Angeles. The 
Public Service Group was in charge of J. H. Buehner, 
Credit Manager of Golden State Company, Ltd., Oak- 
land. 

The conference was in charge of H. Price Webb, 
Credit Manager of L. Hart & Son Co., San Jose, who 
called the conference to order at 9:30 Friday morning, 
April 20. 

S. E. Shermantine, Manager of the Retailers’ Credit 
Association, San Francisco, California, delivered an ad- 
dress on “Progress—Retail Credit Reporting.” <A. E. 
Potter, General Credit Manager of Rio Grande Oil Com- 
pany, Los Angeles, delivered an address on “Credit Cards 
in the Petroleum Industry.” D. F. Sakuth, Credit Man- 
ager of Bullock’s Wilshire, Los Angeles, addressed the 
conference on “Our Individual Responsibility.” Many 
other addresses of equal merit were delivered by out- 
standing credit executives of that state. 

Frank T. Caldwell, Manager of the Western’ District 
of the National Consumer Credit Reporting Corpora- 
tion, was present and participated in the program. 


>» »> » 


Six-State Meet in Sioux City 


Credit executives and bureau managers of six states— 
Iowa, Nebraska, Wisconsin, Minnesota, North Dakota 
and South Dakota—met in Sioux City, April 23 and 
24, for a two-day conference. The conference arrange- 
ments, which were under the direct charge of W. C. 
Slotsky, were complete in every detail. 

Speakers delivered papers of unusual merit on the 
various subjects pertaining to consumer credit extension 
and collections. (Many of these papers will be repro- 
duced in the columns of The Crepir Wor tp for the 
benefit of the membership at large.) It was decided to 
make this conference an annual event and a permanent 
organization was perfected. 

Bureau managers’ conference, which met Monday after- 
noon, was presided over by G. B. Porter, Manager of 
the Credit Bureau, North Platte, Nebraska. Max 
Meyer, Manager of the Nebraska Credit Company, Lin- 
coln, Nebraska, Director of the National Retail Credit 
Association, was present and took part in the proceed- 
ings, as did John W. Byng, Manager of the North Cen- 
tral District of the National Consumer Credit Report- 
ing Corporation and Guy H. Hulse, Secretary and Edu- 
cational Director of the National Retail Credit Associa- 
tion and Secretary and General Manager of the National 
Consumer Credit Reporting Corporation. 


> » » 


Register Now—for the Memphis Convention. Use the 
Registration Blank on page 31 of This Issue. 
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Tulsa Credit Granters Planning 
Convention Trip 


Fifteen Tulsa credit granters already have signed to 
attend the National Retail Credit Association’s conven- 
tion in June at Memphis, according to the report of Miss 
Marion Leleu at the weekly luncheon of the Tulsa Re- 
tail Credit Association, Thursday of last week, 

Thursday’s luncheon was one of a series of special 
program meetings in charge of Miss Sue Wood of Wil- 
cox Oil and Gas Company. On one Thursday of each 
month the routine business, including a discussion of cus- 
tomers who have been slow about paving their bills and 
others who have failed to pay at all, is dispensed with 
and a special educational program is arranged. 


—Tulsa World, April 15, 1934. 


» » » 


Additional Proxy and Credential 
Blanks Available 


Individual members, who are not members of recog- 
nized local associations and who are not able to attend 
the convention, should use the proxy blank appearing on 
page 9. This proxy should be executed and given to a 
member of the National Retail Credit Association in good 
standing in your state or an adjoining state. Additional 
proxies are available from the National Office. Order 
your requirements. 

CREDENTIALS were mailed all credit bureaus and 
local associations of record on April 20. Additional sup- 
plies of these are available. Order your requirements. 
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